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Drew ARCH REST and FOOT FRIEND lasts ar: 
based on a new scientifie conception of measure 
ment and wood placement. They permit the foot t 
fall into a natural position without crowding 
pinching or twisting. They provide full freedom 
for toe action, adequate room across the ball 4 
insure treading ease, bigh-riding foreparts that give 
a firm fit around the ankle, shorter backpart meas. 
urement and cupped beel seat comstruction whici 
keeps the heel in proper balanced position, anc 
follow the natural contour of the foot. 
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Some Lasts have 
3/16 More Tread 
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BASIC LASTS—Walking shoes with plenty 








in Stock of tread both for tailored types and dressy 

} ot genta a y ue types Step-Ins. All lasts provide for extra 

patent trim, ainended insole tread 1/16, 2/16, 3/16 inch wider 
ARCH REST insole, tread than standard, for foot freedom. 





15/8 heel. 










BUILT-IN FEATURES — Foundation:—5!, 
to 6-iron insoles gemed and doubled flexed, 








Most styles priced ; 
$3.90 PATTERNS—AIll are drafted to fit individual with extended arch support . . . 7 and 8- 
lasts with various height heels and adapted iron outsele (feathered to very light edge) 
To retail $6.85 to to all widths and sizes. Fewer patterns, but to hold the weight and give satisfactory 
Hi $7.85 the ones we buy are covered with more wear. Very broad right and left tempered 
iG Tailored Welts widths, more sizes. steel shanks to fit bottom of each last. 
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THE IRVING DREW CORP., LANCASTER, OHIO—30 minutes from Columbus 
New York Office: —Room 743 Marbridge Bldg. N. J. Levy, Manager. 
Chicago Sample Room:—Morrison Hotel, Room 647. Barney Coens, Representative. 
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ALFRED W. DONOVAN, presi- 
dent of E. T. Wright & Co., says: 
“Unfertunately, the war in 
Europe can’t be confined to Eu- 
rope. It overflows into our radio 
broadcasts and it dominates our 
newspaper columns here in Amer- 
ica. But there’s one place where we 
can draw the line. We can keep it 
out of our conversation when we're 


out to SELL. 





“The radio stations learned their 
lesson early. From the extreme of 
the beginning, when war news was 
interrupted only occasionally by 
regular programs, the big broad- 
casters have now put the war back 
where it belongs—in the regular 
news broadcasts. 

“War news should be kept in its 
place. In limited doses, it helps to 
build a radio audience. Accurately 
told, it sells newspapers. But news- 
papers are the only things war news 
DOES sell. It doesn’t sell Wright 
Arch Preserver shoes. 


“Of course, buyers will encourage 
you to talk about the war. It’s a 
fascinating topic. But it’s not a 
stimulating topic. It reminds them 
of DEATH and DESTRUCTION. 
It paralyzes any impulse they have 
tc buy our merchandise. 

“CHANGE THE SUBJECT as 
quickly as you can when a buyer 
mentions war news. Talk to him 
about his business, about the vol- 
ume he has to get this Fall to beat 
last year’s figures, about our prod- 
ucts and our promotional ideas, and 
how they will help him to get that 
volume. 

“You can count on it, talk about 
business will come like a refreshing 
breeze. The buyer has heard about 
war, war, war, from salesman after 
salesman. Then you come along and 


want to talk about SELLING. It 
makes him realize his feet are on 
the ground, and that he has a job 
to do. It reminds him that he’s in 
AMERICA!” 
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A. F. MARTIN of Martin and 
Martin Shoe Store, Chicago, IIl., 
says: 

“The welcome acceptance of this 
season’s conservative styles in the 
higher-priced shoes by women is 
ready proof of the fact that they 
appreciate real shoes. Women have 
been quick to recognize the im- 
proved appearance and fitting quali- 

YOURE WEARING # 


vam @ SHOES AGAIN 2? 


{ om, 


ties of the new and more conserva- 
tive styles. Over and over again, 
our customers say, ‘My, but it seems 
good to be able to buy real shoes 
again.’ Although even some of the 
most conservative of them may fol- 
low a style trend or fad for a while, 
such as open toes and heels, it is 
a credit to the shoe industry that 
they are glad to return to and pre- 
fer the standard, simply designed 
patterns that have stood the test of 
years.” 


WELL- | SEE 








WERNE A. SPENCE, formerly sec- 
retary of the United Shoe Retailers, 
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Inc., organization in St. Louis, was 
recently appointed assistant buyer 
to H. E. Jolley, women’s shoe de- 
partment buyer at the Scruggs-Van- 
dervoort & Barney department store 
(in St. Louis). Mr. Spence spent 
his apprenticeship in shoe retailing 
in the E. K. Buck stores of 
Nebraska and has been connected 
with the trade for 16 years. 

For Christmas of 1939 the Van- 
devoort shoe departments are plan- 
ning a major gift push with a huge 
“Slipper Shop” to be built on the 
first floor, near the escalator head, 
with a contest among all sales per- 
sonnel of the women’s shoe depart- 
ments, to select its staff. 

” . * 
WILLIAM H. MCLEOD, sales 
manager of the William Filene’s 
Sons Company, Boston, Mass., re- 
cently told the story of how at an 
executive conference he was asked 
by the shoe buyer whether a full 
refund should be made on a pair 








of shoes which had been purchased 
long ago and recently returned, un- 
worn, and bearing the original store 
tag. Mr. McLeod said he saw no 
reason for not making a cash re- 
fund, provided the merchandise was 
still salable, whereupon the buyer 
produced the pair of shoes in ques- 
tion. 

They were ladies’ high boots of 
black kid, with very pointed toes. 
They had been sold in 1918 and 
carried a tag showing that the price 
had been $11.50 plus the war tax. 
They had obviously never been 
worn and the customer who 
brought them in was able even to 
identify the sales girl who had sold 
them to her. 

* - * 
Hi. SIMLER, president of the 
American Writing Machine Com- 
pany of New York sends us a $3 
bill and it positively fooled us—it 
looked so much like regular money. 
The face of the bill read “United 
States $3.00, Lafayette, Indiana, 
Act of May 10th, 1869. Presented 
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—Jobs make customers, and cus- 
tomers make jobs. 

—When we say that we have |1,- 
000,000 unemployed in the 
United States, it's but another 
way of saying that we have lost 
11,000,000 customers— 

—And that's a heap of customers 
for any nation to lose at any time. 

—11,000,000 new customers com- 
ing into the economic picture 
would bring us a prosperity such 
as we have never known before. 

—For the volume and value of 
their trade would be sufficient to 
turn the tides of our nation's 
fortunes overnight. 

—Our job, therefore, is to create 
more jobs and still more jobs 
until the back of the unemploy- 
ment problem is broken. 

—We all realize that that is no 
easy task, but it can be accom- 
plished when men stop fighting 
and worshipping false gods, and 
again become pioneers in open- 
ing up a world of golden oppor- 
tunities. 


President 





by H. Simler, manufacturer and 
dealer in Boots and Shoes—the 
Largest Variety and Finest and 
Cheapest Stock in the City—93 
Main Street, Lafayette, Indiana.” 
On the reverse of the bill, in 
the circle in the center was—‘One 
bill like this will be accepted for 
$1.00 on all Cash Purchases of 
$20.00 or over, bought at one time 
and presented when purchase is 
made at H. Simler’s, 93 Main 
Street, the largest, finest and cheap- 
est stock of Boots and Shoes in 
Lafayette, Indiana. 
* * * 
S.S. LAIRD of Laird-Scober and 
Company, Philadelphia, gave a 
fashion demonstration at D. H. 
Holmes Company, New Orleans, 








La., and predicted the popularity of 
safer and saner women’s shoes for 
Fall and Winter with emphasis on 
the higher-cut models with less or- 
nate decorations. 

Women are becoming more aware 
of the desirability of wearing a dif- 
ferent type of shoe for every occa- 
sion. 

. * * 

CANADA'S leather industry, at- 
tempting to adjust itself to meet 
problems arising from war is con- 
serving all heavy sole leather so that 
the available supply will be suf- 
ficient to take care of government 
contracts. A report from the Amer- 
ican consulate general in Toronto 
notes a slight possibility that im- 
ports may be needed and that these 
may come from the United States, 
but points out that adverse ex- 
change rates appear to be against 
such development. 








Canadian tanners, according to 
some authorities, are in a position 
to produce three or four times the 
amount of sole leather required for 
army needs and Canada will even- 
tually be supplying the English mar- 
ket with upper leather. Because of 
the anticipated shrinkage in imports 
of English kid into Canada, the re- 
port points out, increased imports 
of American kid may results. Be- 
cause of shipping conditions Eng- 
lish tanners are expected to experi- 
ence difficulties in obtaining raw 
kidskins from India, the Orient and 
South America. Although the pres- 
ent embargo against exportations of 
leather from England may be lifted 
for kid, and tanners could utilize 
returning war supply boats for their 
shipments to Canada, their difficulty 
in obtaining raw materials will be 
the determining factor in English 
exportation of kid to the Dominion. 


CONGRATULATIONS to the Indic 
Rubber W orld—50 years of publica 
tion in the service of industrial rub 
ber and the gold-cover-anniversar\ 
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issue of 144 pages indicate that rub- 
ber is continuing its advance in the 
arts and sciences. 

We learn in the book that a cast 
heel of rubber, together with an 
entire shoe sole of rolled or sheet 
rubber, was first patented in 1854. 

Of Charles Goodyear, the inven- 
tor, it was said, as far back as 
1837: “If you meet a man who has 
on an India rubber cap, stock, coat, 
yest and shoes, with an India rub- 
ber purse without a cent of money 
in it, that’s Charles Goodyear.” 


- - 





FRANK N. BAKER of the Broad- 
way-Hollywood store in Hollywood, 
Calif., says: 

“There are three things which 
will always sell shoes to women: 
Shoes which flatter the feet; shoes 
which give the wearer comfort and 
shoes which have a health angle. 
And the greatest of these three, by 
far, is foot flattery. That is one 
main reason why the women have 
refused to wear closed toes and 
heels—since the open toes and heels 
are both conducive to foot flattery 
and comfort. 

“California is proving to be a 
real testing ground for shoes, as the 
women here are very active. There 
is apparently no age limit for their 
alertness and they are always on the 
go—with a wide variety of inter- 
ests that all demand different and 
practical footwear. Right now we 
are planning our stocks for the com- 
ing Winter season, a season which 
must include ski boots, dainty open 
Springlike shoes and a full line of 
bathing shoes—the latter more for 
desert wear than the beaches.” 


THE Czechoslovak firm of Bata 
has received the consent of the 
Government of Chile to manufac- 
ture rubber goods in that country, 
according to a report to the Depart- 
ment of Commerce from Assistant 
Commercial Attache C. F. Knox, 
Jr., Santiago. 

It was the original purpose of 


the Bata company to establish a 
shoe factory in Chile and shoe ma- 
chinery had been shipped to Val- 
paraiso for this purpose. However, 
the project was opposed by local 
shoe producers and by Chilean la- 
bor organizations. Because of 
these difficulties the Bata company 
turned its attention to the possibili- 
ties of rubber manufacture in 
which field little opposition existed. 

The Bata company will work in 
Chile through a local company 
which has already erected a small 
factory near Santiago where it has 
begun to install machinery. The 
products to be manufactured will 
include rubber boots and shoes, 
rubberized cloth, rubber transmis- 


sion belts, rubber packing and elas- 


tic fabric. In addition, it is re- 
ported in Chile that the company 
will engage in the export of sul- 
phur, animal hair, sodium sulphate, 
earth pigments and other industrial 
items. 
7 * . 

BRENE M. CHAMBERS of Sim- 
mons College, Prince School of 
Store Service Education, Boston, 
Mass., says: 

“Stepping up the productiveness 
of employees depends upon our abil- 
ity to improve four personnel func- 
tions, namely: selection, training, 
rating and compensation. Each one 
of these functions is performed, 


whether efficiently or not, by every 
retail store. With the hiring of the 
first employee, the function of se- 
lection has begun. The first time he 
is told to ‘do it this way,’ the train- 
ing function has made a beginning. 
In the mere decision to retain or to 
discharge an employee inheres the 
function of rating. And with the 
payment of a wage there exists com- 
pensation. However, the increasing 
of productiveness calls for the es- 
tablishing of standards in the per- 
formance of each of these functions. 
A store must answer for itself the 
fourfold question, “What consti- 


Phe 
Ya 


e & 


rr 





tutes good and profitable selection, 
good and profitable training, rating 
and compensation.” 


* ° 7 


HE ANS LARSEN, proprietor of 
Larsen’s Shoe Store of Oconom- 
owoc, Wis., and captain of Com- 
pany G, national guard unit, has 
invented a portable shower, used in 
recent army maneuvers in the Mid- 
dle West, which can be set up in 
fifteen minutes. Warm water can 
be obtained in eight minutes, using 
wood, coke, oil or gasoline for fuel. 
































“He's a problem child. I'm afraid you'll have to fit him up there.” 





BBACK in the early days of the last great war, the 
leaders of industry in Great Britain formulated a slogan 
which seemed to apply so aptly to the situation that it 
became the watchword of the hour, and was caught up, 
echoed and re-echoed in other nations around the 
world: 


“BUSINESS AS USUAL” 


That slogan fits the present situation, particularly in 
the United States of America, as accurately today as it 
applied to conditions in England, or elsewhere, back in 
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1914. The vast majority of Americans are united in ther 
earnest desire and firm resolve to maintain this coun 
try’s neutrality, to remain at peace and to avoid foreig: 
entanglements. We need to keep our heads cool an: 
our feet firmly planted on the ground. Regardless o 
our sympathies, our fears and worries and the problen 
that confront us, we need to keep our minds centere 
on our business, and by thus attending to our own bus: 
ness, to serve the highest interests of the industry an 
the nation of which we are a part. 

War may bring prosperity to America. It may brin 
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Americans Can Contribute Most, Not Only to 
Their Own Economic Advantage, but to the Ser- 


vice of the Nation.in the Present Emergency, by 
Keeping Their Attention Focused on Their Own 
Business and by Endeavoring to Make the Most 
of Every Opportunity for Profitable Promotion. 


Street scenes showing Fall shopping crowds 
taken during the past month in various 
American cities, north, east, south and west. 


difficulties and danger. It is certain to bring problems 
and perplexities. But in any event, we must continue 
to do business as usual. By emphasizing that thought 
to the shoe, leather and allied industries at this time, 
Boor anp SHor RecorpER endeavors to fulfill its re- 
sponsibility of constructive leadership in this emergency. 

Out of the gloom of war and the hysteria of head- 
lines, this important truth emerges: regardless of havoc 
in Europe, here in America millions of men, women 
and children will continue to wear shoes this Winter— 
just as many, and very likely more, than were worn last 


Winter—and all over the country there has been ever- 
growing recognition that business should increase 
steadily at retail during the remainder of this year if 
retailers do their part. 

In particular, there is a real opportunity this season 
to develop a better volume of Christmas business than 
the stores have had for a number of years back. To 
share in this volume of holiday sales, shoe merchants 
should begin at once to plan their Christmas promo- 
tions. The President’s proclamation for an earlier 
Thanksgiving, which has been made effective in more 
than half of the states, will serve to accelerate Christmas 
business and start the Christmas shopping at least a 
week earlier than usual. 

To make the most of the opportunity for extra busi- 
ness during the holiday season shoe stores must not 
only plan effective holiday promotions but must also 
stock special merchandise which will tend to attract gift 
shoppers. In this issue Boot anp SHoE RECORDER not 
only suggests some methods of promoting Christmas 
sales in the shoe store, but also illustrates some of the 
types of merchandise which can be used to stimulate 
Christmas sales. 


@VER the past decade, mid-Winter vacations, the 
growing popularity of Winter cruises, and the increas- 
ing numbers of people visiting Southern resorts in the 
Winter season have created a market for many new 
types of footwear at this season of the year. At first 
thought, it might seem that the war would interfere 
seriously with the coming Winter’s cruise business, but 
as a matter of fact, it appears that Winter travel and 
recreation will merely be diverted to different localities. 
Instead of going to the Mediterranean, Bermuda and 
the Bahamas, many who seek escape from our rigorous 
Winters will plan this year to visit our own Southern 
Winter resorts or perhaps enjoy a cruise to the West 
Indies, Central or South America. The number of 
people who will seek mid-Winter recreation in warmer 
climes will probably be just as great as ever; indeed, 
expanding prosperity may well increase the number. 
The shoe merchant would do well to make a check on 
the plans of customers in his own community, so that 

[TURN TO PAGE 36, PLEASE] 








THE Presidential proclamation pushing Thanksgiving 
ahead to November 23 gives Christmas business an 
earlier start this year. Some stores have been showing 
good selections of Christmas cards since Septembe: 
There’s hardly a shoe store that would care to “jump 
the gun” to that extent, but it's a good idea nevertheless 
to be up front when the holiday race starts. 

This year of all years, shoe merchants should make 
every effort to give their stores a Christmas atmosphere 
and reflect the true Christmas spirit in their promo 
tions, lest conditions abroad tend to lessen the holiday 
enthusiasm of the public and interfere in some degree 
with the friendly tradition of Christmas giving. 

For the psychological effect, have your store interior 
decorated, and gift stocks on display for “Customer's 
Gift Week,” November 18 to 25. You may not get big 
results during the days before Thanksgiving, but you 
will have reminded your customers that yours is 
gift store, as well as a shoe store, and gotten you! 
reminder across before heavy advertising competition 
starts. 

Announcements should be sent by mail to the regular 
customer list, stressing the convenience and comfort 
of selections from complete fresh new assortments 





before the rush starts. As one store stated: “It costs 
no more to shop when you can enjoy it. So come 
tomorrow morning and reap the benefits of open aisles 
Don’t wait until you must rush, 


helter-skelter fashion. 


and quick service. 
and buy thoughtlessly in 
You pay no premium for the luxury of early shop- 
ping. ... 


if you can.” 


Be a super-early bird and shop before noon 


FOR your announcement a folder idea is sketched 
using a Santa cut with the phrase, “It’s a good idea,” 
followed by the headline, “Customer’s Gift Week” 
and the date. Copy, on second page, might read: 


“To make Christmas shopping easier all the way 


‘round, the President has advanced Thanksgiving one 


still 
easier for you, we will have our store all decorated and 


week, to November 23. To make gift choosing 
complete Christmas stocks on display for 
Customer’s Gift Week, November 18 to 25. 
“Thus we give you an opportunity for early, leisurely 
selection of gifts most appreciated by so many on your 
list. And you may have your charge purchases appear 
on your December bill, payable in January, 
In this folder are described a part of the many 
Just bring your 


if you 
wish. 
gift suggestions you will find here. 
list along and see how much time and trouble early 
choosing will save you.” 

In place of the folder. 


Poster panels are made by sketching the 

Santa head and the lettering of a large 

sheet of offset or other strong paper, and 

tttaching the sheet of paper to the wall 
board panel. 
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S£ ALL LEATHE 
HOUSE SLIPPERS 


$0 00 


a regular circular might be 























Completely different yet 

easily made. A display table 

of three-fourths inch ply 

wood, with poles through 

holds to serve as legs. Smali 

shields are placed on the 
poles 


With slight change 
the copy could be used for a letter, with a gift list 
With a little 


chandise items can be so arranged that extra copie- 


used, set up as fora hewspapel ad, 


given at the left-hand side. care the mer 
can be run off to use as gift suggestion lists for cus 
The heading will need to be 
changed to Store Name Gift List.” 
These might also be enclosed with December | bills 


tomers entering the store. 
“It’s a good idea” 


And put into packages for those at home to see. 

The early start makes it much easier to handle dis 
plays and advertising in most stores, because the store 
decorations are completed November 17, almost a week 
before the window displays are to be put in at Thanks 
giving. Store decorations, holiday atmosphere and good 
merchandise displays are very important to successful 
Christmas selling. In fact, the shoe stores that have 
developed a satisfactory gift business in any part of 
the country are practically unanimous in their state 
ments that 
mas business is to give the place a holiday atmosphere. 
the inside of a 


“an important essential in developing Christ 
within and without.” Unfortunately, 


is too often left undecorated. or casually 


shoe store 
trimmed, and the merchandise remains in the same 


position it occupies throughout the year 


TO make people feel that yours is a gift store, you 
must make it LOOK LIKE ONE. Too often, the 
displays of hosiery and slippers are found in depart 
ment stores. Yet it need not cost too much to have 


best 


compelling, interest-arousing displays in your store 
and both of these items have a definite place in the 
shoe store. The excuse that the department store sell+ 
more of them is not a good one; they sell more in many 
instances because they feature them more and better! 
Continuity, the important matter of “tie-up” between 
all parts of the Christmas campaign, must have consid 
eration in the development of the in-store decorations 
and displays. One theme to use throughout advertising 
and displays has already been suggested. The Santa 
head and the phrase “It’s a good idea” can be used in 
[TURN TO PAGE 32, PLEASE) 











Gift items and cartons from 
the following hosiery com- 
anies: 18 22. Gotham. 
9. Berkshire. 20. Lark- 
wood. 21. Nomend. 24. 
Propper-McCallum. Boudoir 
shoes from the followi 

slipper companies: 23 & 26 
from Swan. Child’s sheep- 
skin and woman’s velvet 
scuff. 25 & 27 from Restful. 
Woman’s chenille scuff and 

child’s felt slipper. 





An Album of Gifts Which Will Bring 


1. Two “Hug Top” campus 
socks from Le Roi Hosiery 
Ankle sock, a “Campus Cabl 
Stitch.” Knee length sock, « 
“Campus Gaiter.” 2. Baby Dee: 
Eskimo boot of electrified 
shearling. 3. Baby Deer wash 
able felt shoe. Both from 
Trimfoot. 
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Christmas Trade 


13. Slide fastener gaiter. 14. Red 
3enap gaiter. Both from Misha- 
waka. 15. Woman’s and misses’ 
sizes in two-tone snow shoe. 16. 
Child’s “Everdry” boot. Both 
from U. S. Rubber. 17. Snow 
boot with genuine sealskin tongue. 
Women’s and children’s sizes. 
A. Sandler. 


4. Ritter & Ritter. 5. Eve- 
ning bag. Lujean. 6. “Bon- 
bonniére” compact. 7. Lu- 
cite “Carry-All”. Both from 
Henriette. 8 & 11. Felt and 
satin boudoir slippers. Dan- 
iel Green. 9%. Evening bag. 
J. Jolles. 10. Satin and kid 
hostess sandal. Tupper. 
12. Satin mule. Stone. 
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CHRISTMAS SALES IDEAS 


Window Unveiling 


EN Nebraska, a shoe merchant worked interest in his 
Christmas windows to fever pitch. He announced that 
Santa Claus would be present at a certain time to draw 
back the curtains and show the many items he had de- 
posited with the store for delivery on Christmas Eve. 
After the ceremonies a bag of pop-corn was distributed 
to the kiddies and the store remained open for several 
hours. This was done several weeks in advance of the 
Christmas holidays. Fast-moving items were given up- 
front position in the window, which remained with the 
curtains drawn for two days previous to the unveiling. 


Snow Scene 


SEASONAL reality is lent to Christmas displays by 
an Iowa shoe merchant. He empties a bag of feathers 
in the window and starts an electric fan. The swirling 
feathers give the appearance of snow and in no way 
harm the merchandise on exhibit. Items are changed at 
regular intervals to give the full effect of the animated 
display to a wide range of merchandise. This idea at- 
tracted crowds of passers-by and showed a decided 
effect on the volume of the merchant’s Christmas sales. 


Barrel of Fun 


FFUN for the poor and sick is provided each Christmas 
by a shoe merchant in a small Minnesota town. He in- 
vites customers to deposit old toys in a large barrel which 
he provides for the purpose inside the store and just 
before Christmas enlists one of his employees to act as 
Santa Claus and distribute the gifts. Several odds and 
ends are also contributed by the shoe merchant himself 
so that there will be some new among the old presents. 
The stunt has served to build an immeasurable amount 
of good will and customers are more than glad to co- 
operate in suggesting names of poor children who would 
appreciate the gifts. 


Santa Pest Office 


NEAR the main entrance of his store an Illinois shoe 
merchant placed a large wooden box last year. Above 
it appeared a sign reading, “Kiddies—Drdép Your 
Letters To Santa Claus Here. They Will Be Delivered 
in Time for Christmas.” Each day the hopeful missives 
were removed and posted on a large bulletin board in 
the store. The object of the idea was to get parents to 
read and discover what their children wanted. Since 
many “suppressed desires” were items that could be 
purchased at the store, a decided increase in sales was 
chalked up. And Santa Clars really brought the kiddies 
what they wante’ 
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Practical Suggestions for Holiday Promotion Which Have Steed the Test 


of Actual Shoe Store Experience 


Leecal Hookup 
KENOSHA, WIS., and Waukegan, Ill., shoe merchants 


each year cooperate in furnishing Christmas music for 
shoppers. Instead of playing the usual commercial 

honograph records over a loud speaking system, hook- 

ps are made with local schools and churches. Organ 
music and choir singing are featured. Those who have 
local talent are also invited to give renditions over the 
system. The idea creates a spirit of community pride 
and induces shoppers to patronize their home stores. 
Shoe merchants in these towns are active supporters of 
the program which has been used successfully for years. 


‘Treasure Hunt 


N Michigan, where the snow heaps high during the 
ristmas season, a shoe merchant last year created a 
Eriendly riot in his town and considerable publicity for 
siris store by holding a Winter treasure hunt one week 
spefore Christmas. He took 25 merchandise items and 
uried them in a field nearby. At a given signal the 
kiddies were allowed to charge into the roped off arena 
and paw furiously in the snow for the treasure gifts. The 
prizes included flashlights, pocket knives, footballs, etc. 
All of the gifts were well wrapped to prevent injuries 
in the mad scramble. The publicity resulting in the 
local paper and the word-of-mouth advertising of the 





town’s youngsters gave impetus to the store’s trade and 
labeled the merchant as a real “Santa Claus.” 
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Pick the Twins 
THE crowd that stood shivering in the cold in front of 


a northern Wisconsin shoe store last year was so inter- 
ested in studying the Christmas window that it forgot 
all about the zero weather. What intrigued all in the 
group was a large sign reading: “Find Two Identical 
Pieces of Merchandise in This Window and Come in for 
a Free Gift.” There were more than 100 items on dis- 
play of the smaller variety. It required close scrutiny 
and a detective eye to spot those which were really 
identical, since some of the packaged goods carried the 
same trade mark but varied in size. 

Occasionally one of the group would shout “I have 
it!” and dash into the store but was often forced to re- 
turn for further sleuthing when the merchant proved he 
had been mistaken. Enough winners were acclaimed, 
however, to make the contest interesting. In order to 
avoid a “run” the dealer frequently changed the iden- 
tical items during the course of an evening by darken- 
ing the window and then turning on the lights. The 

[TURN TO PAGE 35, PLEASE! 








1. Initialed lucky coin key chain in gift box. Hickok. 
2. Natural leather tie case. E. J. Wilkins Co., New 
York. Ties, Sambrooks, Ltd., New York. 3. 5. Cozy 


felt slippers, buttoned either up or down. Daniel 

Green. 4. Leather braces in gift box. Hickok. 

6. Leather belt and initialed silver buckle in gift 

box. Hickok. 7. Adjustable shoe trees. Hanan. 

8. Hose. Sambrooks, Ltd. 9% Pigskin gloves. 
Fownes Bros. & Co. 
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A Gift Center at Holiday Time 


10. Woven leather humidor. 11. Woven leather 
lighter. Chas. A. Schieren Co., New York. 12. Link, 
collar and tie clasp set in gift box. Hickok. 13. 
Mufflers. Sambrooks. Ltd. 14. Suspender and 
garter set in gift box. Hickok. 15. Ties. San- 
brooke’s, Ltd. 16. Blue grained leather Norwegian 
slipper, trimmed in blue smooth calf. Stroller by 
L. B. Evans. 17. Maroon knitted wool gloves. 
Fownes Bros. & Co. 18. Leather calendar pad. Chas. 
A. Schieren Co. 19. Brown shearling woolly. Swan 
Slipper Co. 
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 Classic-spectator pump 
by Johnson, Stephens 
and Shinkle. 


Unlined oxford with mass 
perforations. Peters. 
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UST about this time every year, we—and thousands 
of others like us—turn a yearning eye southward. As 
we hang out our bathing suit for the last time, we com- 
fort ourselves with the thought that there are still sunny 
beaches within easy reach whenever we choose to take 
that much-prized Winter vacation. 

Every year more people are finding it possible to 
break the long stretch of Winter with a few days or 
weeks in southern sunshine. Cruises and tours are 
offered at moderate prices, and magic names like 
Monterey and Santiago, Charleston and Miami, Guate- 
mala and Barranquilla, Buenos Aires and Rio de 
Janeiro, have become more than just names to thousands 
of Americans. This year the Americas will open their 
doors to vacation seekers who formerly took their holi- 
days in Europe. Steamship lines, railroads and tourist 
bureaus are counting on a big season. All this to remind 
you that, no matter what may be happening in Europe, 
American business and travel will go on and that 
women will be just as interested as ever in going places 
and wearing clothes. 


Types of Shoes to Feature 


There are three types of shoes you will want to fea- 
ture for the coming resort season—the play, the spec- 
tator and the dressy shoe. Specialized types for special 
sports—tennis, golf, etc.—are, of course, taken for 
granted. 

Play up the Play Shoe 

Every season brings new and exciting developments 
in play shoes. (We show several on these pages.) There 
seems no end to their possibilities, so keep abreast of 
this market and play up your play shoes. They are 







number one item for any vacation. They are the only 
shoes that look really right with play clothes. We ex- 
pect the wedge heel—both high and low—to have an 
important part of this business. 


Spectators Come Into Their Own 


The past two seasons have seen a strong revival of 
spectator types. Women have suddenly felt a strong 
urge for the classic and stable. This does not mean 
that they do not welcome little changes in the treatment 
of these patterns or that they refuse to buy any but the 
time-honored white with tan combination. The news 
everywhere is that white with blue and white with black 
are growing in popularity. 


“Dressy” Covers a Wide Range 

In this group we have put everything that is not a 
play or a spectator shoe. It includes oxfords, pumps 
and step-ins with moderate heel heights, usually opened 
up with cut-outs, open shanks or toes or heels. It takes 
in the kind of casual shoe which can be worn from 
breakfast to cocktails and informal dining as well as 
the more formal dressy daytime patterns, and, of 
course, it includes the real evening shoe of which we 
have shown one model on these pages. 


Popular Patterns 


All kinds of patterns are in the resort picture—ox- 
fords, step-ins, sandals and pumps. The more opened- 
up ones will be the favorites, except for occasional ex- 
ceptions in very special types, such as moccasin play 
shoes and spectators. Open toes are still very much 


[TURN TO PAGE 34, PLEASE] 
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OUTLOOU 


Why Are Shoes Out of Step? 


SSTHEY'RE all out of step but my son Tom,” was 
the proud remark of a mother watching the parade in 
which the new recruit was strutting his stuff. 

Did you, by any chance, see the news item that 
showed an average increase of 14.9 per cent in sales 
in September for big retail businesses over the same 
month last year, thus making it the largest monthly 
increase in 1939. The measuring stick showed mail 
order stores plus 19.7 per cent, variety stores plus 9 
per cent, general merchandise plus 16 per cent, grocery 
plus 15.2 per cent, drugs plus 7.9 per cent, apparel 
plus 10.3 per cent—with shoe stores at the end of the 
procession—minus 0.1 per cent. It’s true the figures 
were for chains and big operators, but why were shoes 
out of step and so far behind the procession when you 
consider there were five Saturdays in the month and 


everyone knows that an extra Saturday jumps the 
sales of any month. 

There is no one pat answer for the underlying 
causes of this year’s decline in the retail shoe trade in 
September, but these are probabilities: Unseasonable 
weather—so mild in spots that children continued wear- 
ing tennis shoes; women continued wearing whites and 


sandals and men wore ventilateds and wovens. Some 
advance buying and some hoarding was done with the 
money that might have gone into shoes—particularly 
in the grocery items at the beginning of the month. 
Some of the ready cash that might have gone into 
shoes.also went into down payments on furniture and 
other items that the public thought would show a big 
raise in retail price if purchases were postponed to a 
later day. All the newspaper talk about a shortage of 
wool, possible sea stoppages of shipments of silk, etc., 
had something to do with the added sales of such items 
and the subsequent withdrawal of that money from 
shoe store cash registers. There are a hundred and 
one explanations—some of them regional—for ex- 
ample, in tobacco, where the absence of British buyers 
(who ordinarily purchase one-third of the crop) is one 
of the pessimistic factors of the month. Less shipments 
of cotton and other exportables may also have an effect 
upon retail sales. 
that doesn’t completely explain the bad record 
o e sales in September. Money for everything else 
and little money for shoes. We don’t know the answer 
and all we're pointing out is that shoes were out of 
step. And the period of the first fifteen days of October 
* * sagittigg, } , 


t 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


was reported to us as “nothing to write home about.” 
(Aside comment: some shoe operators who overbought 
in early September will face “payment due” in October 
and November and you know how they get quick cash.) 

We may, however, have an answer in what Ted 
Huggins has to say. He operates fine shoe stores in 
Pasadena and Los Angeles and vehemently shot this 
at our representative: 

“I think I will go nerts trying to make Fall come 
in July in Southern California. My dad before me 
tried to do this in vain for nearly fifty years and never 
succeeded. The amount of good white business we lose 
during July, August, September and even through those 
warm days in October is a caution. This business does 
not originate from bargain hunters, but from women 
willing to pay full price for smart, new, top-grade foot- 
wear. Why, even the kids went to school this Fall 
wearing either new or partly worn white shoes! For 
one, I am dead set on merchandising one’s business to 
suit the climatic condition of one’s own community 
and not according to the established conditions in other 
parts of this great country of ours. If I had believed 
all that the Eastern manufacturers and salesmen told 
me, with all sincerity on their part, relative to closed 
shoe selling for-this. Fall, 1 would -have had to close 
up~our stores for lack of styles that our patrons buy 
most freely.” 

We can give one piece of certainty after all this 
uncertainty; and that is—the next six weeks will show 
“good business” in the shoe stores because millions of 
people will have to prepare their feet for the stronger 
weather still to come. The public gets weather-wise 
and shoe-wise at about the same time. You just can’t 
promote galoshes without a rain storm nor Fall weight 
shoes when women are wearing Summer dresses. The 
harmonies of dress and the necessities of climate lead 
customers into stores and the next six weeks should 
bring about a bulge in trade. 

We predict a rough-weather Winter, if the long- 
range forecasting and dependence on the 23-year cycle 
is any approximate barometer of weather behavior. 
Weather in 1939 should be a broad repetition of the typ: 
of weather that prevailed in 1916, and 1940 should re 
semble 1917. 
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Virginia Shoe». 


PRICED TO NOVEMBER Ist 1939 


Everybody knows drastic price advances are necessary. Since we are 
willing to give the trade and to our regular customers especially what we 
have, while we can—we publish here the price list of our full IN STOCK 


line in ALL divisions. 


WE WILL GUARANTEE THESE PRICES UP TO OCTOBER 31st 
and will accept orders bearing a post mark up to that date. 


New Prices will go into effect November Ist. 
They will be higher. 


PLAY-POISE 
THE GREAT NEW HEALTH SHOE FOR THE NORMAL 


GROWING FOOT 
5A/8 8/12 12/3 
B-C-D A-B-C-D A-B-C-D 
. + Black Calf. .$1.80 $1.95 $2.10 
Ton Elk .... 180 1.95 2.10 
White Elk .. 1.80 195 2.10 
PE ones cas. ee le 
905 Blucher Oxf., Shield Tip ....Ton Elk .... ... 1.95 2.10 
906 Blucher Oxf., Shield Tip .... All Black Elk. ... 1.95 2.10 
909 Blucher Tle eye 1.95 2.10 
910 Blucher Tie . ee Gk ne cc ee 
95! Blucher Boot Black Elk ... 1: 2.10 2.25 
952 Blucher Boot 9 RE «cos a 2.10 2.25 
953 Blucher Boot eee « Pe. 2.10 2.25 
955 Blucher Boot .............« Tan Elk, Scuff- 
Proof Tip. ... 2.20 2.35 


90! Blucher Oxford oat 
902 Blucher Oxford ............ 
903 Blucher Oxford . 
904 Moccasin Oxford 


908 Centre Buckle Strap 
Leather .. 


TRI-TAN GUIDE-RITE 


GOODYEAR WELT FOR BOYS 
oA/'2 


440 Boy's Blu. Oxf., Straight Tip. Black Kip ....... $1 ry 
441 Boy's Blu. Oxf., Straight Tip. Tan Elk ........ 1 “aif, 
405 Boy's Blu. Oxf. Shark Tip...Tan Elk . ... L4TY. 
406 Boy's Blu. Oxf., Shark Tip... Black Elk ....... 1 ath 
475 Boy's Moccasin Oxford 
#99 Boy's Moccasin Oxford Brown Chrome, Ski 

—_ Gro-Cord 

te in daria 1.57! 
Block Shrunk Grain 1.45 


470 Boy's Blu. Oxf., Shield Tip.. 
. Tan Shrunk Grain. 1.45 


471 Boy's Blu. Oxf., Shield Tip.. 


490 Boy's Moccasin Oxford 
530 Boy's Blu. Oxf., Shield Tip.. 


Tan Grain, Crepe Sole. .. 
Tan Antique, Crepe Sole. 


84/12 
B-D 
$1.50 


1242/3 
8-D 
$1.57!/2 


442 Boy's Blu. Boot, Straight Tip. Black Elk 
1.57! 


443 Boy's Blu. Boot, Straight Tip. Tan Elk 

498 Boy's Moccasin Boot Brown Chrome, Ski 
Tan, Gro-Cord 
SOD. -cisccncsataeee te 


446 Boy's Hi-Cut Boot 
447 Boy's Hi-Cut Boot 


708 
713 
734 
735 


709 
710 
737 
742 


POWHATAN 


GOODYEAR WELT FOR MISSES AND CHILDREN 
onli? w28 


-» Patent Leather . s39 ry 4s 
«+ Black Kip ms 37h 

.. Coffee Elk « Ce 
..White Elk a 1371, 
. «Coffee Elk - ae 
"White Elk ...... baa, 
1.37, 
1.37 
1.42! 


Blucher Oxford 
Blucher Oxford 
Blucher Oxford 
Blucher Oxford 
Moccasin Oxford 
Moccasin Oxford .. 
Centre Buckle Strap . . Patent Leather. . 
Centre Buckle Strap ....... White Elk 
Narrow T Strap ..» Patent Leather .. 
Trimmed Oxford .. Pat. Lea. & Mat. 
Trim. 1.42Y/> | 
Rugby Tie .eTan Kip . 142 1, 
Rugby Tie .» Black Kip 1.424 | 


Sraesrans 


Sss 


10/3 
8-C-D 
. Tan and White, Red Rajah 
Sole .... 
. Tan Antique, ‘Crepe Sole. 
. Black Grain, Crepe Sole.. 1.65 


Bal Saddle Oxford .... 


Saddle Blucher Oxford . 
Saddle Blucher Oxford . 


PA/I2 124,/3 
8-D B-D 


$1.52!/, 
1.52!/> 
1.52!/> 
1.52'/ 


Blucher Boot 
Blucher Boot 


.. Patent Leather ...$!.45 
.» Black Kip . 145 
Blucher Boot .... Coffee Elk .. 1.45 
Blucher Boot White Elk . 1.45 
Blucher Boot, Shark Tip... . Black Elk . 1.50 
Blucher Boot, Shark Tip. .... Coffee Elk 1.50 


MISS VIRGINIA 
DAINTY CLOSE EDGED LITTLEWAYS FOR MISSES 


AND CHILDREN 
B/,/12 12/4 
D BCD 
$1.42'/. $1.50 
1.42/> 1.50 
1.42\/ 1.50 


irswtwen Patent Leather 
White Elk 
All Patent Leather 
Patent and Mot. 
Strap .. 142% 1.50 
Front T Strap ............+ Patent Leather . 1.424% 1.50 
Front T Strap ..... -= FF “42'/, 1.50 
Blucher Kiltie Oxford. . . Black Alligator . 142% 1.50 
Blucher Kiltie Oxford Brown Alligator 1 42i/, 1.50 


Centre Buckle 
Centre Buckle 
Twin Strap 

Trimmed T Strap .......... 


SERVICE CHARGE ON 2 PAIRS OR LESS 10¢ A PAIR 


VIRGINIA SHOE COMPANY, INC. 


FREDERICKSBURG, VA. 















WHEN Santa Claus arrived in Boulder, Colo., Thurs- 
day evening, Dec. 1, 1938, the University of Colorado 
band led the way to a platform in Court House Square; 
Santa Claus rode in state on a municipal fire truck. A 
crowd of 4000 cheered Santa’s arrival. Fifteen minutes 
earlier, at seven, magnificent street decorations had been 
illuminated for the first time—they would brighten 
Boulder until Jan. 1. 

Welcomed by the Chamber of Commerce president, 
Santa Claus proceeded to shake hands with 1386 
Boulder children and assisted by several young busi- 
ness men, he passed out 3000 novelties. Over a public 
address system, announcements went out to the crowd 
from time to time. Flash-bulbs went off, as news photog- 
raphers took pictures. 

The main streets of the city were gorgeously alight. 
Shoe merchants and other retailers, held the annual 
Christmas Open House. Santa Claus collected over 500 
letters from the kiddies. Later, Secretary Reich of the 
Chamber of Commerce would digest these; pass some 
requests on to charitable organizations; serve Boulder 
merchants with tabulated data on requests. 


THE principal business blocks of the city were dec- 
orated with 32 overhead stringers, each evergreen- 
wrapped, twinkling with red and green lights. In the 
center was a beautiful white star sprinkled with mica, 
lighted on each side. At ten prominent corners, cone 
trees of metal were a beautiful sight—each was painted 
white, sprinkled with mica, studded with blue electric 
globes. At the two principal intersections, evergreen 
stringers crossed one another. 


The Boulder Chamber of Commerce drew up this 
diagram so that merchants could see exactly how 
the money was to be spent and how the program 
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A COOPERATIVE 
WELCOME TO SANTA 


Merchants of Boulder, Colo., Join in City- 
Wide Promotion Which, Furthering the Christ- 
mas Spirit, Put People in a Buying Mood and 


Resulted in Good Business for All 


would serve his particular store. 


Boulder citizens raved over the community celebra- 
tion, felt no inferiority complex as they contemplated 
Denver decorations, knew their promotion was not sur- 
passed by any small city in the West. 

The entire promotion cost approximately $600, a 
record, considering results obtained. Assuring success 
was an air tight system for planning and selling the 
Christmas program. This was built around an effec- 
tive “Promotion Chart,” prepared by Chamber of Com- 
merce Secretary, F. W. Reich. 


@N cardboard 11% x 14 inches, Secretary Reich 
diagrammed the streets to be served by decorations and 
lighting, sketched on these particulars of the program 
The location of every overhead stringer appeared, of 
all the stars and cone trees. Any business man, glanc- 
ing at the chart, could determine for himself in a few 
seconds just how the program would serve his particu 
lar store. 

On the chart, also, were large diagrams of the white 
stars and the cone trees. Then one section was devoted 
to a condensed explanation and budget for the program. 
Again, any merchant could, in a few seconds, “see fo: 
himself” just how the money was to be spent. Costs 
were itemized like this— 

“MERCHANTS’ OPEN HOUSE—Thursday, Dec. 1- 
7:00 P. M. 

“Arrival of Santa at Court House—All Lights Turned 
on at 7:00 P.M.—University Band—P. A. System. 

“Three thousand Novelties to be Given Kiddies, $30. 

“Thirty-two stringers, red and green lights—each 

[TURN TO PAGE 52, PLEAS! | 
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REPORT OF FASHION CLINIC 
weET VO 
at the weekly avetiag of The Pashion Clinic yesterday 
afternoon, some of the antion's leading femiaine-style- 
getters discussed the sewer trends in clothes, Tt =e 


brought out that next Spring will see « greate 
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HE Riviera—Miami—Style Authorities—Fash- 

ion Experts! In styling Goodrich Sun-Togs our 
designers keep in constant touch with “what's new” 
at fashion centers the world over. 

The result—a line of Sun-Togs for 1940 right in 
key with latest style trends in designs, fabrics and 
colors. 

The Goodrich salesman will soon be around to 
show you these smart new Sun-Togs. Wait for him 


—and see why Sun-Togs will give you a bigger, Goodrich Footwear 
better, sandal business next season! WATERTOWN, MASS. 
Branches at: Atlanta, Baltimore, Boston, Chicago, Cincinnati, Cleveland, Dallas, Denver, Detroit, Kansas 


City, Los Angelés, Minneapolis, New Orleans, New York, Philadelphia, Pittsburgh, Providence, 
St. Louis, Salt Lake City, San Francisco, Seattle, Syracuse. 
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A Boot and Shoe Recorder Department 





Fitting the Dollar Slipper 


The slipper department of Bamber- 
ger’s, Newark, N. J., has been built 
up on the fundamental that the cus- 
tomer for a dollar slipper is en- 
titled to as good a fitting as the one 
buying expensive shoes. 

Constantly guided by this principle, 
an effort is made to give good service 
even during holiday rushes. Special 
care is taken in the training of sales- 
girls, many of whom develop the 
ability to handle jobs in the regular 
shoe department. 

They are now getting ready for the 
Christmas season when the slipper 
department will again be represented 
with a main floor selling booth. The 
fast selling merchandise in this booth, 
priced up to $1.99 is changed several 
times a week. 


* * #*# 


Animation for Christmas 


During the past few years we have 
noticed a steady increase in the num- 
ber of animated window displays— 
especially during the holiday season. 
One of the most effective holiday win- 
dows in the New York area is the 
Lord & Taylor department store bell 
windows which they have used with 
great success during the past two 
Christmas seasons. A snow covered 
village surrounded by hills is spread 
out in miniature before the spectator’s 
eye while overhead golden church 
bells ring out the holiday spirit. 
Ample proof that there is nothing 
which draws the shopper’s eye quicker 
than moving figures in attractive 
window settings. 

The New York Fifth Avenue Asso- 
ciation, which sets the standards for 
window displays in the Fifth Avenue 
stores, realizes the drawing power of 
motion and mechanical devices and is 
relaxing its “rigid standards of dig- 
nity and propriety.” 


*S 
alt to 


Bas 


by JOHN F. W. ANDERSON 


“Motion as generally used in window 
displays in the forms of mechanical 
devices, pinwheels, revolving plat- 
forms, live models in windows, ani- 
mated manikins or figures, motion-pic- 
ture machines or live demonstrations 
showing methods of manufacturing 
merchandise, is detrimental to the 
reputation of the Fifth Avenue section 
and is against the policy of the asso- 
ciation,” said a spokesman for the 





Straight from the Alps comes this almost unbe- 
lievable creation - a casually smart shoe so soft 
it feels like a boudoir slipper. Hundreds of wo- 
men reveled in it's special last, it's supple sole, it's 
beautiful craftsmanship last Spring. It's equally 
smart in black, brown or wine suede for Fall... 








They are yodelling about the 
Alpinaire in Boston. 


group. “However, the advance made 
in the art of display technique in the 
last few years has resulted in utiliz 
ing motion in such ways as to achieve 
extremely artistic and attractive ef 
fects. Window displays using this 
technique in such a way are no! 
necessarily harmful to Fifth Avenu 
if they are properly controlled. 

To achieve this aim the association 
which formerly forbid even a “rustle’ 


-in a window, is requesting all mer 


chants in its jurisdiction who contem 
plate making use of motion to pre 
sent their plans well in advance to 
the organization, which will approve 
them if they “live up to the standards 
of Fifth Avenue.” 

* * * 


Styled for Fall 


Toboggan .-. . an interesting new 
Fall shoe for women, now being pro- 
moted by the Walk-Over stores. 

“This daring new shoe comes fly- 
ing over the horizon to land sole over 
toes in fashion’s spot-light,” is the 
theme of the selling window display 
in their Fifth Avenue store. 

The window is designed around the 
toboggan shoe with its turned up sole. 
The window displays a winter scene 
with a snow covered hill, fir trees and 
winter sky in the background. With 
miniature toboggans filled with peo- 
ple and toboggan shoes sliding down 
the hill, this Walk-Over window is an 
excellent example of how to focus the 
customer’s eye on the most interest- 
ing feature of a shoe. 

* * o 


A Handbag for Christmas 


During the holiday season last year, 
Baker’s shoe store in Phoenix, ‘ri- 
zona, arranged their window in the 
form of a stage with curtains drawn 
back, and a lifesize figure in black 
velvet holding up a scroll on wi ich 
was lettered “Baker’s Lovely Gi''s”. 
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BEST IDEA OF THE WEEK 
A REAL SLIPPER PROMOTION 
(2nd floor Men’s Shoe Dept., Famous-Barr, St. Louis., Mo.) 


(One day last December) 


O. P. Ideator—“Say, we thought this was a shoe 
department. There’s not a shoe in sight. What's the 
idea of all the slippers” 


Shoe buyer Jackson—“Oh, nothing but our drive 
for men’s slippers for Christmas gifts and a general 
promotion of men’s slippers as a whole.” 


O. P. Ideator—“But don’t you think this is carrying 
a thing a bit too far? How will people know there 
are shoes for sale here?” 


Buyer Jackson—*“They’'ll know there are shoes here 
because this is one of St. Louis’s leading shoe depart- 
ments. But the customers sometimes forget about 
slippers. It just so happens that slippers tie in nicely 
at this time of the year and when we put on a pro- 
motion of any type of footwear we believe in doing it 
wholeheartedly.” 


O. P. Ideator—“Which is quite evident! But how 
do you know that such a drive for sales will be suc- 
cessful?” 


Buyer Jackson—“Because experience has shown us 
that such is the case. We have staged similar vast 
scale merchandise promotions before and the result 
has been a considerable increase in sales. We have 
every reason to believe that the promotion this Decem- 


ber and next December will be as successful as ever.” 


O. P. Ideator—“But, you're still selling shoes, aren’t 
you?” 

Buyer Jackson—“Why certainly! As a matter of 
fact the sale of a pair of slippers often leads into 
a shoe sale. Slippers aren’t usually as expensive as 
shoes and a man may decide he can afford a pair of 
slippers—come in for a fitting, and while securing his 
slippers decide to do himself a necessary turn by buy- 
ing a new pair of shoes. If a wife buys a pair of 
slippers as a gift for her husband, she may also decide 
on a pair of shoes. Or she mey see an attractive pair 
of shoes being tried on a male customer with the effect 
that when she gets home she will urge her husband to 
visit the department and get a similar pair.” 


O. P. Ideator—“We see a vast and varied stock of 
slippers. Do you think it is wise to have such a 
seemingly unlimited stock?” 

Buyer Jackson—“Yes, in our case, it is wise. We 
have made deliberate steps to develop our slipper 
trade and as a result we must keep an active and up 
to the minute varied stock to meet the varied tastes of 
all our customers.” 


O. P. Ideator—“I don’t wonder that you do one of 


the best Christmas and year ‘round slipper businesses 
in St. Louis.” 











Ladies’ shoes for all occasions were 
featured. Down front was a collec- 
tion of handbags in assorted colors. 
Just inside the front door was a long 
display case filled with handbags all 
at the uniform price of $2.00. 

Said the manager, “To everyone 
who purchases a pair of shoes during 
December, we suggest a handbag. We 
also emphasize both in window dis- 
plays and newspaper ads that these 
handbags make a most welcome 
Christmas gift. We also have a case 
full of novelty gifts—silver and rhine- 
stone buckles, other ornaments for 
ballroom slippers, and Christmas sou- 
venirs. 

Both the window and the interior 
of the store fairly shouted “Merry 
Christmas”, being hung with ropes 
of greenery, colored bulbs, and clus- 
ters of frosted bulbs, against a back- 
ground of large cutout holly leaves 
and berries. 


oe. @ >e 


Quality Shoemaking 


_ If you're going to sell your custom- 

ets better merchandise you've got to 

show ‘em the justification for the 
price, is an axiom that is as 

true in the shoe industry as in any 

other business. 

_ To show their customers the value 


i 


of Johnston & Murphy shoes the 
Whitehouse & Hardt shoe store, 335 
Madison Avenue, New York, have a 
beautiful photograph hung on the 
wall of their window showing the skill 
of a shoemaker hand sewing a pair 
of J & M shoes. 


* * * 
Flexible Shoes 


This Fall we are beginning to see 
serious progress made in the develop- 
ment of really comfortable street 
shoes for men. An important step has 
been the promotion of the shoe with 
a truly flexible sole. 

If you are selling a flexible soled 
shoe for Fall, here is an interesting 
way to impress the customer with its 
flexing virtues. Bend the toe up and 
hold it there with a thin but strong 
elastic hooked under the toe and 
around the heel (held in place if need 
be by tacks). Several of these folded 
shoes in the show window and placed 
around the store are highly effective 
silent salesmen. 

* a * 


Now is the time to begin laying out 
your window, display, and newspaper 
ads for the holiday season. Here are 
a few slipper ad phrases you may find 
useful : 


“Christmas time is slipper time” 

“A man always likes to receive 
slippers for Christmas” 

“It’s a perfect time to give slippers 
to the whole family” 

“Slippers for her Christmas” 

“Let your gifts be beautiful .. . 
let them express YOU .. . let them 
bear a great name” 

“Make this a slipper Christmas” 

“Comfortable slippers . . . at com- 
fortable prices” 

“These slippers are going up... . 
onto platforms” 

“Warmies for Christmas” 

“Gift slippers to put beauty and 
ease at her feet” 

“Slippers for your Christmas Cin- 
derella” 

“Is the slipper situation under con- 
trol?” 

“We have more variety in slippers 
this year than ever” 

“Please her the easiest way—with 
slippers” 

“Her vanity will approve their 
luxury—her feet their luxury” 

“Praise her ability with gifts of 
utility” 

“Comfort comes first this Christ- 
mas” 

“Smart in appearance—comfortable 


” 









TREAT your slipper line as an essential style item in 
demand the year ‘round and you'll have one of the best 
profit builders in the store. That is the opinion of 
S. G. McKoy, head of the shoe department in Zahn’s 
department store, in Racine, Wis. 

Slippers are neither a sideline nor a seasonal matter 
in this store. For with a permanent display in his de- 
partment, Mr. McKoy reports that during 1937 and 
1938 his slipper sales were doubled over previous 
years and are showing a substantial gain thus far in 
1939. This permanent display featuring slippers as an 
essential part of the foot wardrobe is in a case just op- 
posite the door and side entrance of the shoe depart- 


ment. 


THE merchandise in the display is changed once a 
week, with care being taken that there is at least one of 
every possible type of slipper, ranging from the most 
conservative utilitarian type to the highest styled models. 
Thus, Mr. McKoy points out that no matter who the 
customer is, or what her tastes or desires, she is bound 
to find at least one slipper that appeals to her. Twice 
during the year the display case is devoted solely to 


PERMANENT DISPLAY BUILDS 
SLIPPER BUSINESS 
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Gets Attention of Zahn’s Department Store 






Customers, Racine, Wis., as They Enter 






Shoe Section and Has Proved Effective in 





Doubling Sales of Slippers, According to 





S. G. McKoy, Department Manager 





This display case, located at the entrance to the 
shoe department in Zahn’s Department store in 
Racine, Wis., has helped through its year-round 
emphasis on styles to double sales of slippers 
during the past two years. 







juvenile merchandise, a feature that produces excellent 





results. 






BBECAUSE customers are made slipper conscious 
whenever they enter the store and can readily see the 
display from other parts of the department, slipper sale- 
are made every day in the year. It is possible to make 
these sales every day, Mr. McKoy points out, because he 
treats slippers as he does the rest of his shoe merchan- 
dise and carries a complete selection of sizes, widths 
and smart styles in stock every month of the year. Thus 
it is not necessary to lose a sale to a customer who 1a) 
not be interested enough to return for her size or to 
even so much as order a pair. This wide selection, 
which means that practically every customer can be 
fitted and pleased, also has the important psycholozical 
effect of helping impress the customer with the impor 
tance of slippers. 

The price selection is also an important sales factor. 
The prices range from $1.45 and $1.95 for leaders up 
to $5.95 with the largest volume in the $2.95 and $3.9 























range. 
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do we shout the virtues 
of Scuffless heels in Vogue ? 


OBVIOUSLY, to help our business—and yours! 

Ours—because we sell Scuffless PYRAHEEL 
plastic heel covering to most leading shoe man- 
ufacturers in America. 

Yours—because your sales will be easier if 
we’ve told your customers beforehand just what 
this superior heel covering actually does for them. 

During the past few years an increasingamount 
of PYRAHEEL has been used—in almost every 
color and effect, on almost every type of shoes, 


adults’ as well as children’s. This year more 
PYRAHEEL is being used than ever before. 

But maybe you're not one of the lucky re- 
tailers whose orders are always filled using 
Scuffless heels. The way to be sure this hard- 
driving sales point is at your disposal is to 
specify Du Pont PYRAHEEL on your orders. 

Your manufacturer will be glad to oblige. 
And we'll be glad to send additional information 
about the sales power of PYRAHEEL. 


PO 


PYRAHEEL 


FEC. U.S. PAT. OFF 


E.1. DU PONT DE NEMOURS & CO, (INC.), PLASTICS DEPARTMENT, ARLINGTON, N. J 














[82] 


The following colors were officially ap 
proved by the Color Committee of the 
Tanners Council of America and the Tex- 
tile Color Card Association, in coopera- 
tion with a Special Committee of 
Manufacturers and Retailers, under the 
direction of the National Shoe Retailers 
Association. 

Reramers should request the shades 
that have been officially approved when 
purchasing shoes in any of these color 
families. They are as follows: 


BASIC COLORS 


Biuesacket Bius—dark, basic navy em- 
phasized for general wear as the most im- 
portant shade of blue for volume business. 

Inpta Brown—this rich true brown re- 
tains its basic significance as a classic tone 
for town wear. 

SPECIAL PURPOSE COLORS 

While the four tones in this classifica- 
tion do not have the general importance 
of the two Basic Colors, they are recom- 
mended as new fashion shades used for 
the special purpose indicated, and having 
volume possibilities. 

Amway Bius—a lively light navy, espe- 
cially smart in open sandal types and par- 
ticularly important as a trim in combina- 
tion with white leathers. 
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OFFICIAL COLORS APPROVED FOR WOMEN’S SHOES 
Spring, 1940 


Turrran—This is the new swagger 
shade in the lively russet family, well 


in combination with beige leathers. 

Ma.isu Betce—twas adopted because of 
the increasing style interest in beige as a 
costume and accessory color for Spring, 
not only as a combining shade with brown 
leathers, as well as black or navy, but also 
for all-over shoes. 

Burma Brown—is a new high fashion 
tone in the reddish or rosy brown range, 
especially smart as an accessory color. 


BLACK AND WHITE 

Biack—and particularly black patent 
leather, will again be a big color for the 
Spring season. 

Wuire—twill again be most important 
for summer—both all-over whites, whites 
trimmed with blue, with black and with 
tan or other colors. 

CONCLUSION 

It is believed that if the Tanners, Manu- 
facturers and Retailers in detailing their 
shoes and color specifications will stick 
to the officially approved colors, a more 
profitable season will result for everyone. 
DO YOUR PART! 





Keep Christmas As Usual 


(CONTINUED FROM PAGE 15) 


many ways. For example, “It’s a Good 
Idea—bunny slippers for little tod- 
dlers,” or “It’s a Good Idea—to give 
a particular woman (name) hosiery.” 
The Santa head is so simple that a 
card writer can easily copy it, making 
a stencil if posters are needed in quan- 
tity. A cut can be made to use for 
newspaper ads and smaller show cards 
and price tickets. A contest among 
school children, with prizes for the 
best drawings, might be staged early 
in November. In your copy tell con- 
testants that the winners will see their 
own work actually used in the store’s 
Christmas advertising. 

With this as the key-note, various 
other notes can be introduced in the 
decorations to prevent monotony and 
give accent. Among the simple ones 
are sprays of evergreen sprinkled with 
“snow” or trimmed with tree ornaments 
such as the glass balls, set against red 
panels on a white wall. Banners or 
shields cut from card and decorated 
with Christmas symbols such as the 
candle, holly leaf and so on are very 
effective when used in groups on the 
wall, or suspended on poles made of 
painted dowel sticks. If you want to 
make them more rich-looking, use 
shields cut from Upsonboard with the 
design$ cut-out, painted and mounted 
on the shields. Richness of materials 
and care in workmanship will make 
even the simplest idea smart enough 
for the finest store, while, at the same 
time, it is possible to do a job that will 
dress up the store and spend less 








money doing it. The fairs have taught 
us how attractive temporary decora- 
tions of the less expensive materials 
can be made, 

If you want a very striking setting, 
especially effective in the oblong shaped 
store, set a large panel across the back 
of the store, to give the effect of « 
solid wall section, paint it Christma: 
red, and illuminate with strong lights 
from a bottom trough. On the pan 
use a conventional design of thre: 
white poinsettas, cut from bristol boar: 
or plywood. 

If preferred a design cut-out of three 
white candles could be used. Ther 
make red ground with white decoration 
the motif throughout—wall or ledge 
decorations, show case or shelf trims, 
booths or gift cards—whatever and 
wherever the color note is used let it 
be white on red, with a reversal of 
colors for relief now and then. Even 
Christmas green should be limited to 
such natural holly and pine branch:s 
as may be used. 

Get merchandise out on display, 
where people can handle and study it. 
If space is limited use the “sampling” 
idea—with samples of all merchandise 
conveniently grouped and plainly 
marked. Do not keep anything “in the 
dark.” At Christmas time people come 
in “just looking,” and if they cannot 
browse in your store they will go else- 
where. 

If table space is lacking, move reg- 
ular stock, and open up a series of 
shelf spaces, using two or three shelves 
in alternate sections for displaying dif- 
ferent goods—with groups for hosiery, 
bags, women’s slippers, men’s gifts, 
boys’ gifts, girls’ gifts; there may be 
others according to your stock. A 
sloping shelf inset on the regular shelf 
and covered with colored paper, and a 
colored rope or light wood “frame” 
around the opening, will dress up the 
display. A decorative sign projecting 
from the ledge above will make each 
section stand out still more. 

Put your expensive gifts in show 
cases, wrap delicate ones in cellophane, 
dress up the more prosaic ones in holi- 
day wrappings, and, we repeat, be sure 
each is accompanied by a card that 
gives the information a gift-seeking 
customer might want to know. If 
extra help is used, key each card to 
give location of reserve stock; and as- 
sign each extra to a regular, instead 
of having them asking everyone for 
help and information. Proper informa- 
tion on show cards and tickets will not 
only increase sales, by helping the cus- 
tomer to decide, but will speed up sales 
as much as 20 per cent when busy days 
come along. 

Have early displays of signs such as 
“For your far-away friends, choose 
early and mail early” and ask your 
postmaster for a list of final mai'ing 
dates to foreign countries. 

Have wrapping and mailing service 
for those who request it. Have a {is- 
tinctive wrapping for all packages and 
place displays of dummy package: at 

[TURN TO PAGE 36, PLE. SE] 
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At Hialeah on March 1, 

all horses but one get 

away together for a 
perfect start. 


The first showing of the SUFFOLK indicates future popu- 
larity for this latest origination by UNITED. 


It features the receding toe, forward custom wall expression, 
giving shorter forepart effect. The SUFFOLK is ideally suited 
for conservative or ultra-spade patterns as well as plain toe 
or semi-custom styles. 


UNITED LAST COMPANY 


56 Cherry Street 


BROCKTON BRANCH Brockton, Mass. 





[34) 
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12 stytes IN STOCK sizes 2 tos 
SEND FOR CATALOGUE 


S. WATERBURY & SON CO. 
62 


QUALITY FIRST SINCE 1820 
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FOR CHILDREN 














The Pan-American Way 


[CONTINUED FROM PAGE 23] 


in the picture, as can be seen by these 
sketches. Heel and sole interest also 
continue—the wedge, keg and fluted 
heels all being illustrated here. The 
special sole construction on the white 
and tan oxford with open back is un- 
usually interesting. One high style de- 
signer is two new ideas in 
ghillies and a military trimming treat- 
ment. 


The Importance of Leather 


Calfskin, kidskin, sueded leathers of 
various weights and grained surfaces 
all have a place in the resort scene. 
(Two leathers which are slated to have 
a very big season—patent leather and 
reptile—belong more in the later Spring 
picture.) Combinations of sueded and 
smooth surfaces are very frequent and 
always effective. They are often used 
as the means of combining white suede 
with color, the color being in the smooth 
surface. Leather with fabric is another 
use of combined surfaces. 


Plenty of Variety in Fabrics 
Fabrics always have their innings in 


house is also showing an unusual 
pleated material—pleated in the weav- 
ing—which will be seen in many of the 
high style shoe lines. It comes with 
elasticized backing as well as plain. 
Saileloth, linen and shantung weaves, 
prints—in flowers, stripes and plaids— 
peasant weaves and mesh—much finer 
than last year—are all in the picture. 
One style house has brought out a mate- 
rial in which the Central and South 
American and Indian influences have 
been strikingly adapted in a beach shoe 
goring of woven straw. 


White and Colors 


The season promises to be as colorful 
as any in recent years, maybe more so. 
In ready-to-wear, vivid, clear blues, 
yellows and reds, are expected to be the 
first choice. White will be very big be- 
cause sharkskin is slated for a very 
good season. Pastels will have some 
play in soft pinks, blues, greens and 
greenish yellows. White with dark cof- 
fee brown and white with taupe grey 
are definitely new ideas. Rayons in 
linen-like weaves are outstanding. 
Checks, plaids and stripes are all in the 
picture. All these costume color trends 
are important to you shoe merchants. 
Watch that use of brown, for instance. 
It may mean you will need brown, or 
brown in combination with another 








Early Resort Forecast 
from Miami 


Miami—Miami shoe buyers are quit« 
reluctant to voice their opinion this early 


| as to what will be outstanding and im 
| portant for the coming resort season 
Colors are being considered; 


skins are 


under consideration; types are being 


| studied. In the department stores shox 
| men are working with dress and accessor) 
| buyers in perfecting a complete tieup in 


color and type. 

One point upon which all are agreed is 
that there will be activity in the sandal 
and open toe types. Women visiting the re. 
sort centers are too well pleased with the 
comfort of the open toe to give it up. The 
men are about equally divided as to the 
continuing popularity of the open heel; 
many of them are predicting that there 
will be even an increased demand for 
them. 

Reptiles are looked for to be good for 
early selling ; genuine in the better and 
print in the popular priced lines. Kit. 
skin is expected to take prominent place ; 
several buyers feel that fabrics will be 
very popular. Patent will continue to be 
important, ——. in black. 

As is usual, is expected to lead, 
sedi i as ier oes at aioe ond 
brown and white and blue in the picture. 
No buyer is committing himself as to the 
importance of color. 

In types, the sandal is picked to lead; 
stepins will be second in importance and 
pumps third. Oxfords are never very ac- 
tive in this area; there is not much walk- 
ing done down here and the oxford is 
usually looked upon as a walking shoe. 
The walled last which has been so popular 
through the fall is expected to go over 
into the resort picture. Heels will be 
average—17/8 and lower. 

Rocker bottoms, turned up toes, fancy 
heels and other new and novel features 
are still off the ground and up in the 
air. Not a single Miami shoeman is will- 
ing to even express an opinion on the 
subject. 





color, in your resort line-up. You know 
you will need the all-white shoe. But 
what about your white with color’ 
There is talk of more of that this year. 
And there is also talk of more two- 
tone or multi-color combinations. There 
are all sorts of interesting co-ordina- 
tion and promotional possibilities in the 
season’s color schemes. 

And first, last and all the time, don’t 
forget that this is going to be a very 
big season for America—for American 
business and American resorts. 


Whereabouts Asked 


J. E. William Prescott, secretary of 
the Iowa National Shoe Travelers’ As- 
sociation, is in receipt of a letter from 
Mrs. Shirley Weisman Reich, of 106 
South Main Street, New London, Ohio, 
seeking to enlist his aid in putting her 
in touch with George Leonard Weisman. 
Mr. Weisman, a relative of Mrs. Reich, 
is, she believes, a shoe traveler. Word 
of his present whereabouts or business 
connection may be sent to Mrs. Reich 
at the address given above. 
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Christmas Sales Ideas 


[CONTINUED FROM PAGE 19] 


idea proved especially appropriate for Christmas when 
he wanted to call the attention of the town and country 
folks to the many suitable gifts which he had to offer. 


Santa Beckeons 


WHILE it wouldn’t be exactly ethical for a business 
man to stand outside his store and motion for cus- 
tomers to come in, there is nothing objectionable about 
having a Santa Claus do it. So reasoned a West Virginia 
shoe merchant who arranged with his local garage 
mechanic to build him a contrivance for the Christmas 
shopping season. When completed it was a model of 
Santa Claus so constructed that an electric motor could 
be attached to it to make it move. The jovial robot 
bowed and motioned in the direction of the doorway 
with its hand. The polite Santa attracted all who passed 
and many succumbed to his kindly invitation to enter 
the store. And once inside, few departed without mak- 
ing some sort of purchase. At night the mechanical 
Santa Claus was set up in the display window. 


Stick Candy 


A SHOE merchant in a small Indiana town had all of 
the kiddies begging their mothers and fathers to make 
Christmas purchases in his store. To all of them accom- 
panied by either one of their parents he presented a 
piece of stick candy with his compliments. The sweets 
cost him less than a half cent each but paid tremendous 
dividends. Parents appreciated his thoughtfulness and 
the good will he built during the holidays served him 
long after Christmas had run its course. 


Window Effect 


A CHRISTMAS color effect and action which attracted 
attention was achieved by a New Jersey shoe merchant 
who had a series of electric bulbs installed in his dis- 
play windows. The arrangement was such that lights 
would flash intermittently red and green. Merchandise 
thus appeared in different lights and had more appeal 
than if viewed under a white light alone. 


College Fashions Featured 


Spokane, WasH.—With the Crescent and Palace de- 
partment stores both staging their annual College Fash- 
jon Teas, Aug. 15 and 16, a decided emphasis was 
given to black, not only in shoes, but also in dresses. 

“Elegant, sophisticated, youthful black is the first 
choice for Fall,” the Crescent advises, while the big 
display windows of the Palace, that featured college 
styles while the fashion show was under way, very 
largely showed black dresses and outfits. 











MAGIC-STRIDE 


D 


| AN 
OPERA STAR 


HAVE SOLVED THE 


Wyer7 


OF PRICE'LINES 
FOR YOUR TOWN 


AT HOTEL McALPIN 


October 29th To November 3rd 
Rooms 895, 897, 828, 829 


A PLEASANT SURPRISE for retailers 
in two distinct lines at two 


OUTSTANDING RETAIL PRICES 


GREGORY & READ CO. 


LYNN, MASSACHUSETTS 


These two lines also on permanent display at room 
643 Marbridge Building, New York City. 











airy 


ANKLEHI! 


TWINKLETOE 


Here are a few of the 
many Fairy Forms avail- 
able to help you increase 


sales. 


SHOE FORM CO., INc., 
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U-TOE ay a 


a 
Both open and closed toe shoe models can always be 
displayed to the best advantage with Fairy TU-TOE 
Forms. 
For closed toe shoes, the careful modeling of the 
TU-TOE forms assures the correct forming of the fore- 
parts because this modeling is kept within the limits of 
the rounded shape that en i The yong foot 
contour k quarters and counters in ect position 
and pores “<8 snug fitting ankle and busin bead that 
guarantee appealing displays. 
For open toe models, the two dainty molded toes, with 
their prettily tinted nails, peek tantalizingly through 
the o toes. create an exotic, glamorous effect 
that powerful sales appeal. These patented Fai 
Forms assure correctl straps, a perfect ar 
showing and hugging prove to the shopper 
the importance of neat, shapely new shoes for formal 
or informal wear. 


Fairy TU-TOE Forms are a safe, profitable invest- 

ment. ao are light in weight, dainty, washable 

and durable. The colors are part of the material 

itself. The variety of attractive colors permits dis- 

plays in harmonizing and contrasting effects. 

Use the coupon below and get your copy of the complete 
Fairy Form catalog. 


AUBURN, N. Y. 








SHOE FORM CO., INC. AUBURN, N. Y. DEPT. BS-10. 


Please send complete Fairy Form Catalog. 


Name 


Firm 
Street 





City 





First Meeting of Educational 
Guild Well Attended 


New York—tThe first lecture-meet- 
ing of the season of the Shoemen’s Edu- 
cational Guild, on Tuesday evening, 
October, 10, saw a large turnout of 
shoe men from many shoe firms in al! 
parts of the city. 

The Guild is now entering its thir 
year of teaching shoe men the scientifix 
aspects of proper shoe fitting. Th 
Guild meets every Tuesday evening at 
8 P. M. at 385 Fifth Avenue, for a two- 
hour session, consisting of a lecture and 
a period of practical questions and 
answers. All shoe men are cordial], 
invited to attend these lectures, the 
tuition for which is one dollar per 
lecture. 


A. Mudge with 
Hanover Shoe Co. 


Hanover, Pa.—Archie Mudge, for- 
merly in charge of the men’s division 
of the Brown Shoe Company, St. Louis, 
has recently become associated with the 
Hanover Shoe, Inc., Hanover. 


Keep Christmas as Usual 
[CONTINUED FROM PAGE 32] 


convenient points, making a special 
display at the wrapping counter. One 
New York store wraps practically all 
of its packages, both send and take- 
with, in familiar red, holly-trimmed 
boxes that have become literally a walk- 
ing advertisement for the store; they’re 
seen everywhere one may go at Christ- 
mas time. 

In near-future issues we will take 
up the Christmas windows and differ- 
ent forms of advertising, to carry out 
the idea of the Santa head and the 
phrase used with it, to give a complete 
campaign plan for the holidays. 
Whether you care for this particular 
idea or not watch for the articles, be- 
cause they may hold suggestions adap- 
table to the stronger development of a 
campaign theme of your own choosing. 


Business as Usual 


[CONTINUED FROM PAGE 13] 


he may be prepared with the kind of 
merchandise that will be required. 
Nation-wide surveys conducted dur- 
ing the past few weeks tend to show a 
steady rise in the index of industrial 
activity and to indicate a sounder and 
healthier condition of retail trade. 
Labor statistics show more men at 
work today than at any time since the 
Fall of 1937. It is going to take more 
than a European war to keep this [all 
and Winter from being a prosperous 
one for shoe retailer and manu ({ac- 
turer alike, provided both keep in mind 
the necessity of putting forth e\ery 
effort to maintain “Business As Usu:l.” 
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Small Business Men Convene in Detroit 





Second Annual Convention of National Association Stresses 
Labor Relations, Political Economy and Government 
in Business in Three-Day Session 





Detroit, Micu.—Nearly 200 repre- 
sentatives of small business attended 
the second annual convention of the 
National Small Business Men’s Associa- 
tion, at the Hotel Book-Cadillac, De- 
troit, October 10 to 12. Delegates from 
48 states, representing practically every 
type of small business, were present. 

In honor of the N. S. B. Association, 
Gov. Luren D. Dickinson, of Michigan, 
declared the week “Business Apprecia- 
tion Week,” and urged in his proclama- 
tion “That all citizens enter into a sym- 
pathetic understanding of the many 
problems confronting the small busi- 
ness man.” 

The conclave was formally opened by 
A. L. Miller, president of the Detroit 
unit, with welcomes from state and city 
officials and the officers of the Michigan 
Association, which has the largest 
membership of the group. 

W. H. Griffin, of Southern Toronto 
Press, Inc., Toronto, Can., gave the 
opening address of the session, entitled 
“Payrolls and Politics,” in which he 
stressed legislation which would free 
business from government interference. 

Walter L. Pierpont, president of the 
Association of Omaha Taxpayers, 
Stated the need at this time was for 
“a microscope on governmental ex- 
penses rather than a telescope in search 
of new means of taxation.” 

Dr. James K. Hunt, of E. I. duPont 
de Nemours & Co., stated that the 
United States is no longer dependent 
om foreign imports for materials vital 
to industry, as it was when the World 
War broke out 25 years ago. 

“Practically every important Amer- 
ican industrial and medical need is be- 
ing filled by American factories on 


. 


RECORDER REPORTS MARKET 
CHANGES 


Shoe buyers are finding it increas- 
ingly difficult to know when and at what 
prices to buy under the uncertainties 
arising from the European War. 

To increase its service to shoe retail- 
ers and distributors, Boot AaNp Snore 
Recorper this week enlarges its coverage 
of the raw material markets—which 
play the major role in determining prob- 
able shoe costs. 

Turn to page 40 for this week’s mar- 

news. 





American soil,” he said, “due in no 
small degree to the accomplishments of 
scientific research during the past two 
decades.” 

A deep interest was evidenced by all 
members in the legislative possibilities 
on behalf of the small business man in 
the 1940 Congress, which have been 
strengthened this year, according to A. 
F. Mathews, of Saginaw, president of 
the Michigan group, who said, “There 
is a very definite tendency at Washing- 
ton to give more consideration to busi- 
ness and business men, furnishing a 
great opportunity for cooperation be- 
tween the small business man and the 
government.” 

Roy A. Foulke, of Dun and Brad- 
street, Inc., brought out the fact that 
78.8 per cent of the 2,120,000 American 
industries and concerns are in the small 
business class, having a capital invest- 
ment of less than $10,000; 70 per cent 
have $5,000 or less, and 30 per cent 

[TURN TO PAGE 38, PLEASE] 


Guild to Show Spring 
Lines November 1 and 2 


New York—The Shoe Fashion Guild 
of America will open their Spring Style 
Showing at the Biltmore hotel, this 
city, on Nov. 1, at which the latest 
styles in quality shoe merchandise for 
the coming season will be on display. 

The two-day showing will follow 
somewhat the same program as the pre- 
vious semi-annual showings of the 
Guild, but this year the noon luncheon. 
formerly held on the final day of the 
showing, will be eliminated so that ex- 
hibitors will be able to devote full time 
to the business on hand. As before, ad- 
mission to the showing will be by invi- 
tation only. Invitations have been sent 
to approximately 2000 retailers of Guild 
merchandise, and early replies give in- 
dication that the coming showing will 
be one of the best attended. 

As is usual at this time, several hun- 
dred lines of other manufacturers of 
shoes and allied products will also be 
on display in New York during that 
week. The timing of these showings of 
the Shoe Fashion Guild has been ad- 
judged correct for the display of new 
season merchandise, and in the past 
few years increasing numbers of other 
manufacturers pick this time to show 
their new lines at showrooms and 
hotels in the city. It is expected that 
this year will see the largest gathering 
of lines in the city. 

The following members of the Shoe 
Fashion Guild will have their lines on 
display at the Biltmore, November 1 
and 2: Avon Shoe Company; Beker & 
Friedman Shoe Co., Inc.; Boyd-Welsh. 
Inc.; Carlisle Shoe Company; Delman, 
Inc.; Andrew Geller Shoe Mfg. Co., 
Inc.; Grossman’s Shoes, Inc.; LaValle, 
Inc.; C. & A. LoPresti, Inc.; I. Miller & 
Sons, Inc.; Newton Elkin Shoe Co.; 
Sbicea, Inc.; Schwartz & Benjamin, 
Inc.; Seymour Troy, Inc.; Stetson Shoe 
Co. and its division, M. N. Arnold Shoe 
Co.; E. H. Strassburger, Inc.; Unity- 
Grossman, Inc., and M. Wolf & Sons. 
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Prominent Display of Line Doubles Sales 
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Open display units, abutting the two entrances to this new department, make it 


possible for t 


New York—Well known in the trade 
for doing an exceptionally fine shoe 
merchandising job, Saks-34th Street 
women’s shoe department recently 
seored another hit which netted some 
very profitable results for the depart- 
ment. 

For some time this department has 
had the exclusive rights on the Vitality 
line in this city. Selling in the medium- 
price range, this line made a profitable 
adjunct to the department’s higher- 
priced lines. Coming to the department 
as buyer earlier this year, Ross Fillion 
felt that this line was not getting the 
attention it should, and with proper 
promotion could be made to yield a far 
bigger sales volume. He proceeded to 
devote a corner of the department lo- 
cated to the right of the elevators to a 
separate section for this line. 

This section, approximately 50 feet 
wide by 30 feet deep, is sided on the 
right by the elevators. On the left and 
at the rear are the stock rooms with 
access by means of arched doorways. 
The section faces the main shoe depart- 
ment and fronts on the main corridor 
leading from the elevators. Setting this 
new. section apart from the main de- 
partment are four open display units, 
one on each side of the two entrances. 
Across the top of each entrance the 
words “Vitality Shoes” are shadow- 
lighted by hidden illumination. Each 
display unit provides space for show- 
ing several pairs of shoes, lighted from 
above and open so that the customer 
can pick up the shoes and examine 
them. This, Mr. Fillion believes, en- 
ables the customer to get a better idea 
of the various styles and of just what 
she wants. In addition to these units, 
shoes are displayed in open display 
niches in the side and rear walls of 
the department. 

Attention was centered on the new 
section in advertising copy with several 
ads devoted exclusively to the promotion 
of the line. Then people coming into 
the shoe department cannot help seeing 
the new section with its attractive front 
treatment. - 

Business in this new section has more 


he customers to examine as closely as they will the many different 
styles of footwear on show. 


than fulfilled Mr. Fillion’s expectations 
with volume more than doubled on the 
line. With the public showing a con- 
tinued interest, he looks for business 
that will be three and four times the 
former volume in a short time. 


Small Business Men 


Convene in Detroit 
[CONTINUED FROM PAGE 37] 


have $500 or less, so that small busi- 
ness is really big business. 

Probably the busiest spot of the con- 
vention was the room where a group of 
seven men gathered and discussed in 
detail each paper and drafted the reso- 
lutions representative of the desires of 
the members of the association for 
presentation on the floor of the conven- 
tion. James S. Westbrook, merchant, of 
Bridgeport, Conn., was chairman of this 
committee. 

Among the subjects covered in the 
resolutions were labor relations, gov- 
ernment economy, war neutrality, the 
alien problem and government in busi- 
ness. 

Resolutions were passed advocating 
and urging the repeal of the Wagner 
Relations Labor Act, approving the 
open shop, and the enactment of a 
labors relation act that will reflect the 
fundamental American principles and 
will be fair to employer, employee and 
the public at large. 

A pleasing radio tie-in was made 
over Station WXYZ, Detroit, by Rich- 
ard Osgood, announcer on the Hi-Speed 
Factfinder Program, Wednesday eve- 
ning, with a résumé of the history of 
the National Small Business Men’s As- 
sociation. He stated a letter written 
almost two years ago by a small busi- 
ness man in Ohio, containing the words, 
“The sheriff is about to get my busi- 
ness. How are you doing?” started the 
organization one month later of groups 
of small business men in a dozen states. 
In February, 1938, the National Small 
Business Men’s Association was incor- 
porated. 


Mr. Osgood quoted Roger Babson, 
the economist, who predicted the ’29 
crash, who now writes: “I believe it is 
to Little Business, rather than to Big 
Business, that we must look for future 
national development.” 

Among other speakers on the pro- 
gram were Hon. Luren D. Dickinso: 
Governor of Michigan; Hon. Richar 
W. Reading, Mayor of Detroit; Hon. 
J. Raymond Tiffany, Convention Chair- 
man; Denton C. Crowl, of Toledo; W. 
W. Gail, of Billings, Mont.; Earl Bun'- 
ing, of Washington, D. C.; Frederick 
A. Virkus, of Chicago, Ill.; Hon. Ches- 
ter Thompson, of Rock Island, III.; 
Julius Hyman, of Chicago; and Mics 
Gertrude M. Coogan, of Chicago. 

The convention banquet was held 
Wednesday evening, with William 
Cameron, of the Ford Motor Co., and 
Major John L. Griffith, athletic con- 
missioner of the Big Ten, as principal 
speakers. 

Thursday morning’s session, at which 
the reports of the committees and Res»- 
lutions were made, wound up the o!- 
ficial business. 


Iowa Travelers’ First Spring 
Showing November 12-13 


Des Moines, Iowa—The Iowa Na- 
tional Shoe Travelers’ Association wil! 
hold the first showing of new lines for 
Spring in connection with their second 
Shoe Market Days on November 12 and 
13 at the Hotel Fort Des Moines. 

The hotel is quoting special rates to 
members of the National Shoe Travel- 
ers’ Association for these showings for 
which there is no reservation fee 
charged. 

O. R. Connolly, assistant manager of 
the hotel, is an associate member of the 
N.S.T.A., and as such looks after the 
interest of the Travelers. He is in 
charge of all reservations for these 
showings. 

The hotel has set aside rooms 317 and 
318, known as the assembly rooms, for 
the convenience of the Shoe Travelers 
on Saturdays and Sundays, where a 
radio and other conveniences are avail- 
able for their enjoyment. 

The next meeting of the Iowa Shoe 
Travelers’ Association will be held Sat- 
urday, November 4, at 1 P. M. at the 
Hotel Fort Des Moines. All Shoe Trav- 
elers are welcome. 


Bids Asked for C.C.C. Shoes 


Boston, Mass.—The Boston Quarter- 
master Corps is advertising for bids on 
the manufacture of 105,000 pairs of 
shoes for use by the Civilian Conse1a- 
tion Corps. Of these half are Typ: B 
service shoes with full middle sole «nd 
rubber heel; the other half are for T:pe 
E service shoes with corded rubber : ole 
and uncorded rubber heel. Both tynes 
are to be black instead of the brown 
color ordinarily used for this purp se. 
All bids will be opened on October 24 
at which time contracts will be award. 
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N.E.S.L.A. to Hold 
“Trade Night”? Dinner 
Boston, Mass—A “Trade Night” 
dinner-meeting will be held by the New 
England Shoe and Leather Association 
for its members and guests on Wednes- 
day evening, October 25, in the Roof 
Ballroom of the Parker House, Boston, 
according to an announcement by Max- 
well Field, secretary of the association. 
The purpose of this meeting is to 
afford members of the New England 
shoe and leather industry an oppor- 
tunity to discuss the many problems 
and uncertainties which they face to- 
day as a result of the European War. 
Two well-known authorities on world 
and economic affairs will address the 
meeting in addition to an outstanding 
leader in our own industry, whose iden- 
tity will be made known at a later date. 
‘Peace or War in Europe in 1940?” 
will be the subject of a talk which 
James H. Powers will deliver. Mr. 
Powers is Foreign Editor of the Boston 
Globe and has been described in the 
New York Herald Tribune as “the 
ablest editorial writer in New England 
today.” He is also author of “Years in 
Tumult—The World Since 1918,” which 
H. Mencken, in the American Mercury 
described as “The most concise and best- 
documented single-volume story of the 
post-war decade from the angle of poli- 
ties and economics yet written.” Mr. 
Power’s training and experience emi- 
nently qualifies him to handle this most 
difficult and yet important subject. 
The second speaker scheduled to ap- 
pear at this meeting is A. W. Zelomek, 
noted economist, who will speak on “Ef- 
fects of European War on Hides, 
Leather and Shoes.” Mr. Zelomek is 
economic counselor to the Fairchild 
Publications, New York, as well as to 
other important business companies. He 
is also president of the International 
Statistical Bureau, which has special- 
ized in recent years in interpreting the 
effects of ever-changing economic and 
political conditions on the prices and 
sales of the leading products of our 
industry—hides, leather and shoes. 
Chief speaker of the evening will be 
Ward Melville, president of the Melville 
Shoe Corp. and president, also, of the 
National Council of Shoe Retailers. 
Mr. Melville will talk on cooperation 
between shoe manufacturer and retailer. 
Guest tickets are priced at $2 (the 
cost of the dinner), and may be pro- 
cured by writing to the association, 210 
Lincoln Street, Boston. 


Bice Named Women’s Shoe 
Buyer for Rowe Store 


San BERNARDINO, CaLIr.—G. C. Bice 
is now buyer and manager of women’s 
shoes in the Rowe Shoe Store. For- 
merly he bought the men’s and College 
Shop shoes in the J. W. Robinson & 
Co. store, Los Angeles. 

Mr. Bice will act as first assistant to 
“Lefty” Rowe, taking over all women’s 
shoe responsibilities. This important 
addition to the staff will permit Mr. 


Rowe to devote more of his time to the 
development of the men’s shoe and rid- 
ing business. Since Mr. Rowe assumed 
ownership of this store a year ago, it 
has made remarkable sales gains. 


Irving Drew Road Men Meet 


LANCASTER, OHI0O—The Irving Drew 
Company held its semiannual sales 
meeting recently in the form of a three- 
day conference with salesmen and buy- 
ers of the Arch Rest and Foot Friend 
agencies from various territories. A 
thorough inspection of the shoes in the 
new line was an important feature of 
the meeting, followed by discussion of 
materials, fitting qualities of the pat- 
terns and flexibility of the shoes. In 
addition, a thorough inspection was 
made of the new daylight plant. It was 
decided that the factory should concen- 
trate on the production of women’s 
lightweight tailored welt shoes. 

Among those attending the meeting 
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were: Barney Coens, Middle West terri- 
tory; N. J. Levy, East Coast terri- 
tory; S. H. Alderman, East Coast terri- 
tory; C. F. Gepsinger, Ohio, Michigan, 
Indiana and part of Illinois; Russell 
L. Johnson, northern Middle West terri- 
tery; Eli B. Smith, Southeastern terri- 
tory; E. A. Drew, Pennsylvania terri- 
tory; H. E. Griffith, West Coast ter- 
ritory; W. T. Mitchell, Southwest terri- 
tory; C. L. Spencer, southern and 
Southeast territory. 


Correction in Address 


Advertisements for the American Toe 
Shoe Company running in the Boot AND 
SHOE RECORDER have carried the wrong 
address for that company. Manufac- 
turers of ballet and dancing slippers, 
with quite a trade among theatrical as 
well as shoe circles, the American Toe 
Shoe Company is located at 125 West 
45th Street, New York City, and not 
at 145, as listed in the ads. 





Shoe Team Wins League Championship 


~~ 
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Managed by Bill Nelson of the men’s shoe department of the Stone Shoe 
Company, Cleveland, this team won the championship of the Cleveland 
Amateur Baseball Association. 


CLEVELAND, OH10—With thousands of 
people looking on, the Stone Shoe Com- 
pany-Wright Arch Preserver team won 
the championship of the Twilight Hard- 
Ball League of Cleveland in the final 
playoff series at Brookside Park. The 
team, made up of former college ath- 
letes who are now in business and pro- 
fessional life, was assembled and man- 
aged by Bill Nelson who has been with 
the men’s department of the Stone Shoe 
Company for over 25 years. The team 
won 12 out of 14 games during the 
season to set an enviable record. 

The entire team will be banqueted 
and honored with trophies at the An- 
nual Championship dinner of the Cleve- 
land Amateur Baseball Association to 
be held at Hotel Carter some time in 


November. Winning teams in the var- 
ious classes of hard and softball will 
be present. Terry Liebhardt, the first 
string pitcher of the Stone-Wright 
team (third from left in back row) is 
21 years old and is upholding the tra- 
ditions of a great baseball family. His 
father was a Cleveland - American 
League pitcher, and his brother is pitch- 
ing professional ball at Quebec. The 
man at the extreme right (back row) 
is John Long, center fielder and utility 
catcher, who wound up the season with 
a batting average of .518. The two 
mentioned players will be awarded a 
pair of Wright Arch Preservers for 
supremacy in the entire league. 

Plans are under way to put another 
Stone-Wright team on next season. 
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Hide Prices in Strong Position 





Failure of Peace Offensive and Renewed Buying in Chicago 
Market Send Prices Up a Full Cent 


New York — Hide prices advanced 
nearly a full cent last week on the New 
York Commodity Exchange. Early this 
week trading was quiet, but values con- 
tinued upward. 

Renewed strength in hide futures was 
not immediately reflected by changes in 
upper or side leather prices. But the 
gains of 80 to 90 points increased the 
problems of shoe manufacturers already 
perplexed with the difficult question of 
how to price their Spring lines. 


Chief reasons for the advance on the 
exchange, according to traders, were: 

1. Heavy tanner buying in the Chi- 
cago market for actual hides. Sales 
were estimated at 150,000 pieces, or 
considerably more than a week’s pro- 
duction. Tanners paid 15% cents per 
Ib. for light native cowhides. These 
prices were steady with previous trad- 
ing and % cent below the war-time 
high. 

2. England removed the 5% pence 





Shoe Prices and the Hide Market 
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New YorKk—Belief by many shoe job- 
bers and retailers that their wholesale 
costs are forecast by trends in hide 
prices was corroborated in a study 
issued last week by the Commodity 
Exchange. Shoe values are relatively 
steadier, but major trends in hide prices 
nevertheless acted as a barometer of 
shoe costs. 

“Hide prices have advanced more 
sharply since the outbreak of the war 
than have prices of the majority of 
other raw materials,” A. B. Tatistcheff, 
statistician of the exchange, commented. 
“In view of the fact that upwards of 
90 per cent of all the leather manufac- 
tured from hides in this country is used 
for the manufacture of footwear, we 
have analyzed the relationship between 
the price trend of hides and that of 
footwear during the past years.” 

Price indexes for hides and footwear 
based on 1929 as 100 were used for 


Courteaey Commodity Exchange, Inc., Weekly Survey 


comparisons. The hide prices were 
monthly average spot price of Chicago 
packer light native cowhides. The in- 
dex of footwear prices represented the 
factory value of shoes as compiled by 
the Tanners Council of America. 

The long downward trend of shoe 
prices during the depression from 1929 
te early in 1933 was marked by even 
greater declines in the hide price index. 
The 1933 upturn was preceded by a 
rise in hide values, and again hide in- 
creases resulted in an advance in shoe 
prices in 1937. However, such is not 
invariably the case. Shoe prices were 
rather steady from 1934 through 1936. 
But hide prices plummeted, then turned 
upward—largely due to disturbances 
caused by the drought. 

Hide index at the beginning of 1939 
was at 68, dropped to a low of 60, is 
now about 73. The shoe index up to 
September 1 had varied but fraction- 
ally from 67 during the 1939 months. 


($.3-cent) limit she would pay fo 
South American hides, buying 24,000 
heavy standard frigorifico steerhides at 
13% cents per lb. This tended to re- 
strict American tanner purchases to 
the domestic hide market. 

3. French and British turn-down of 
Hitler’s peace proposals. 

Even as the defiant words of Premie: 
Edouard Daladier of France appeared 
on the news ticker, hide futures began 
to climb, as did other commodity prices 
which had softened on the prospects of 
peace. Likewise rejection of Chance'- 
lor Hitler’s peace terms by Prime Mivr- 
ister Chamberlain strengthened prices 
and the market closed Saturday at the 
week’s highest level. 


Supplies Lower 


Underlying the advance in hide fi- 
tures was the increasing favorable st:- 
tistical position of the industry, from 
the viewpoint of the packer and the 
tanner. Raw hides on hand, hides in 
the process of tanning, and finished 
leather on September 1 were equal ‘o 
6.8 months’ supply. Only once has the 
visible supply been lower in recent 
years. That was in October, 1938, when 
supplies were equal to 6.6 months’ 
needs. Hides then were 12.5 cents for 
light native cows. 

The supply of hides for leather con- 
tinues to run smaller than last year. 
Figures of the Commodity Exchange 
this week show average monthly feder- 
ally inspected slaughter at 771,000 head 
so far this year, compared with 1938 
monthly average of 808,500 head. 

Exchange traders were likewise 
aware of rather limited supplies of 
finished leather, at 4,505,000 equivalent 
hides on September 1, the lowest on 
record. Leather prices last week and 
early this week were unchanged, how- 
ever. Chrome calf, average of B and ( 
grades, for men’s black common top 
shoes was quoted at 44 cents per square 
foot at the Boston tanneries. Chrome 
calf for women’s shoes was 39 cents. 

As for sole leather, sole oak bends 
tannery run were 41 to 45 cents per lb. 
Boston. Crops were 37 to 41 cents per 
Ib. Leather markets were reported quiet 
after heavy buying in September. 

The Tanners Council reported its 
monthly index figure for wholesale 
value of shoes at the factory at 67 fo 
August, unchanged from the previous 
month. The council uses prices in 1929 
as a base of 100 for its index. 


Foot Health Shop 
In New Quarters 


MONTGOMERY, ALA.—The Oscar Cov- 
ington Foot Health Shop has moved 
into smart new quarters at 6 South 
Perry Street. The Cantilever shoe is 
being featured, and all the new Fall 
models in a variety of colors are being 
shown. Customers are being invited to 
visit the store for a consultation as to 
the proper size and type of shoe for 
their particular needs. 
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McNEELY KIDSKIN 
IS THE CHOICE OF 


AMERICAN TRAVELERS 


McNeely Kidskin shoes in Burma 
Brown, No. 32, and Bluejacket 
Blue, No. 89, are illustrated. 


Santa Anita, Calif. is one of the 
many smart American vacation 
spots so popular this year. 


£ ‘ ; 
Re é as . he ; 


Te is the year in which Americans will visit the Americas, 


London Mist, No. 66 
Burma Brown, No. 52 wearing American fashions. McNeely Kidskin, known from 
india Brown, No. 25 
Java Brown, No. 74 
Airway Blue, No. 88 beautiful, classic colors, is the first choice of Americans 
Bluejacket Blue, No. 89 
Claret ....WNo. 44 


Alaska to Cape Horn for its fine grain, firm texture and 


who are buying, selling and wearing kidskin shoes for 


voyaging on the American continents. 


McNEELY DIVISION 
ALLIED KID COMPANY 


Huntingdon and Fairhill Sts. Philadelphia, Pa. 
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TO 
BUY 









Slippers 


A AT 









“WIGGLETOES” 


In STOCK 
5%—30 DAYS 








Send for Catalogue 
WEITZMAN SHOE CO., NEWARK, N. J. 
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Women's Shoes 
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The patented Throat Opera 
IN-STOCK - ALL LEATHERS 


no ihpping © - 

mo gaping o- 

Made on ao “biting” o~ 

special pump —_ 

Sizes 1-10. $2.35 
Send for In Stockh Folder. 


M. J. SAKS SHOE CORP. 
152 Duane St. New York City 
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Inner Soles and Counters 


ni elie ad 








MEWHLEC 





INNERSOLES - COUNTERS - WELTING 
EDGAR S. KIEFER TANNING CO. 


Soles: Chicago, 223 W. Loke St. Boston, 42 Lincoln St. 
TANNERIES AT GRAND RAPIDS, MICHIGAN 





Ellis Manager of 
New Colonial Department 


Boston, Mass.—The Colonial Tan- 
ning Co., Inc., of this city, announces 
the opening of a Split Department 
which will distribute a complete line of 
split leathers for women’s and chil- 
dren’s shoes; for men’s work, dress and 
sport shoes; for gloves and for other 
merchandise as well. 






LEWIS L. FLLIS 


This new department is to be under 
the general managership of Lewis L. 
Ellis, who has handled split leathers 
for more than 25 years. He entered the 
leather business in 1912 with the Locke- 
Tolman Company, which later became 
the Tolman-Dow Company, handling 
side leather splits. In 1927 he was one 
of the members of the Columbia 
Leather Company, selling agents for 
the Amdur Tanning Company, and 
while with them, traveled extensively 
in the United States and Canada. For 
the last seven years he has acted as 
agent under his own name, selling the 
Amdur line. 

The office of this new Colonial depart- 
ment will be at 207 South Street, and 
all shipments as well as sales will be 
handled from there. 





Willis Rollins Opens Store 


RocHEsTER, N. H.—Wllis Rollins, one 
of the best-known shoe men within a 
radius of several miles, has opened a 
new shoe store in the Michaels Block on 
North Main Street, this city. First as 
salesman in the Dover store and then 
as manager of the shoe department in 
the local store of the Lothrops-Farn- 
ham Co., Mr. Rollins has served more 
than 30 years in the retail shoe busi- 
ness, building up an enviable reputa- 
tion as an able executive and expert 
shoe fitter. His own store, known as 
the Rollins Boot Shop, will carry shoes 
for both men and women. 
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Mrs. Day’s “IDEAL” 


These are little shoes, but they cerry 
the biggest name in the baby shoe 










business — “Mrs. Day's Ideal.” The 
reputation of this name is known to 
mothers of two generations and is 
@ prime asset to the many far 
sighted children's shoe retailers who 
use Ideal Flexible Hard soles (3-8) 
as their juvenile foundation line. 


MRS. DAY'S 


IDEAL BABY SHOE CoO. 
OANVERS, MASS. 


















































Sees Upward Trend 
Regardless of War 


PHILADELPHIA, Pa.—The two most 
important actions of the Philadelphia 
Shoe Merchants’ Guild at the annual 
meeting of that organization held on 
October 12 at the Hotel Adelphia in 
this city, were the fixing of a sales date 
and the election of directors and officers 
for the coming year. 

The date agreed upon before which 
Guild members will not hold advertised 
sales of clearance of stocks of Fall 
shoes was December 26. The election of 
a board of directors resulted in the 
naming of the following: A. H. Geut- 
ing, Joseph Goodman, Milton Harper, 
Milton Dalsimer, and Leander Claflin. 
Following the meeting of the Guild, the 
board of directors met and elected as 
officers of the body T. Dun Belfield, of 
Steigerwalt’s, president; A. H. Geuting, 
of Geuting’s, vice-president; and Cal 
J. Mensch, secretary-treasurer. 

In presenting the report of the sec- 
retary, Mr. Mensch gave a summary 
of the various meetings held through 
the year and the actions of the uild 
during the period, also a report as trea- 
surer. It has been the practice of the 
Guild to develop a campaign of a‘lver- 
tising through the newspapers o° the 
city acquainting the public of th: ob- 
jectives of Guild members. The hair- 
man of the committee in charge s ‘ated 
that this report would be deferred to # 
later meeting nearer to the opening 
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of the Spring season, when a program 
would be presented for future activi- 
ties. At the luncheon which followed 
the meeting, a very interesting presen- 
tation of the present situation and a 
speculation as to the future from the 
standpoint of the shoe manufacturer 
was given by George W. Washburn, of 
D. Armstrong & Co., of Rochester, 
N. Y., who was present as a guest of 
Mr. Harper. 

Mr. Washburn believes that there is 
now, and will continue to be in the 
future, less speculative buying as a 
result of world conditions than at the 
beginning of the World War, but be- 
cause of the difficulty in obtaining and 
transporting foreign hides and skins 
already in evidence, and likely to in- 
crease, advances in costs and conse- 
quently in prices, are inevitable. On 
the other hand, he did not feel that a 
sudden peace would result in the “bot- 
tom dropping out of the market,” a 
theory that has been advanced. We 
were on an upward trend even prior to 
the outbreak of hostilities in Europe. 
This has been accelerated by wartime 
activities, but would not be reversed 
should they suddenly cease. An in- 
teresting discussion upon the subject 
followed along these lines until the 
conclusion of the luncheon and adjourn 
ment. 


Antiqued Shoes 
Lead Men’s Field 


DENVER, CoLO.—Antique leather 
shoes have taken this territory by 
storm as far as the men’s field is con- 
cerned. While a lack of cold weather to 
date has held volume down, the busi- 
ness done very definitely indicates what 
the style trend will be. It’s heavy shoes 
for men all the way through. Black, 
brown and light tan seem to all have 
their place. However, the browns are 
probably a little ahead of the other two 
shades. 

The decided trend toward antiques 
is generally looked on as a con- 
structive one, which should speed in- 
creased sales of Fall shoes. Most deal- 
ers seem to believe that once Winter 
weather gets under way there should be 
a good volume of men’s business. 


Rodney Store Features 
Radio Program 


HARRISBURG, Pa.—“What They’re Do- 
ing, What They’re Wearing, What 
They’re Saying in Hollywood,” is the 
title of a new transcribed radio pro- 
gram sponsored by C. B. Rodney Shoe 
Store and heard over Station WKBO 
every Tuesday and Thursday at 10 a. m. 

The girl with the answer to these 
questions is the Hollywood Red Cross 
Shoe reporter, Libertha Vivelle, former 
assistant to Adrian, celebrated MGM 
designer. Featured with Miss Vivelle 
in this new program as commentator is 
Frank Nelson, heard on many network 
thows originating in Hollywood. 


Leather Market Slow 
Pending Spring Orders 


Boston, Mass., Oct. 16— Although 
the leather market remains quiet, little 
business being reported, the week which 
ended Monday saw a sizable increase in 
the sale of hides by the so-called “Big 
Four” in the Chicago packer market. 
Approximately 100,000 of these big 
packer hides were purchased by tanners 
at prices unchanged from the week be- 
fore—the basis being 15% cents for 
light native cows. This was about 
three times as much business as had 
been done during the week ended Oc- 
tober 7. 

Trade authorities are of the opinion 
now that shoe manufacturers have cov- 
ered their leather requirements, with 
some few exceptions, for the next 
month or two and do not expect to see 
any quickening of the trading pace un- 
til perhaps November 15, at which time 
orders for Spring shoes will have been 
booked and the manufacturers will 
know how much leather they need in 
addition to the amount on hand. 

These same authorities point to the 
large increase in exports of American 
leather as an indication that little soft- 
ening in the price structure can be 
expected—that the trend, in fact, is up- 
ward rather than sidewise or .down- 
ward. During the month of September, 
they say, more leather was shipped to 
South America than during any pre- 
vious six-month period. American tan- 
ners, in other words, are now getting 
the market formerly enjoyed by Ger- 
many, England and France. 


Miller-Jones Open 
New Branch 


JASPER, IND.—The Miller-Jones Com- 
pany, retailers in footwear and hosiery 
has opened a new store at 524 Main 
Street, in Jasper. 

Repairs and improvements have been 
progressing at this location for the past 
month. The building has been remod- 
eled and a modern glass front has been 
installed. The iocation for the new 
store is an ideal one, and was secured 
largely through the efforts of Ray W. 
Shigley, the Miller-Jones Company 
manager for Indiana, whose home is in 
Vincennes, Ind. 

J. P. Bowo has become the resident 
manager of the new store, here, and 
will make this city his future home. 
Free gift novelties were provided for 
the children on the opening day, Satur- 
day, Sept. 9. 

The new store will handle a complete 
line of shoes and will specialize in the 
fitting of children’s feet. 


Clark Store Reopens 


Syracuse, N. Y.—Clark’s Shoe Store, 
116 East Fayette Street, has reopened 
with women’s shoes exclusively, priced 
at $1.99 and $2.98. Every purchaser of 
a pair of shoes on the opening day 
received a $1 handbag free. 


[43] 


Opens Fort Wayne Store 


Fort WayYNe, IND.—Walker’s Veri- 
fied Footwear has opened a new shoe 
store in Fort Wayne, at 120 East 
Wayne Street, and will feature nation- 
ally-known shoes for women. The firm 
will keep an accurate record of every 
purchase which will enable the customer 
to duplicate the length, width, and heel 
height in many styles at all times. C. 
R. Shively is the proprietor of the 
new store, assisted by Dale Cavender. 


Lazarus Co. Opens 
New Men’s Store 


CoLuMBuUs, OHI0—The F. & R. Laz- 
arus & Co., largest Columbus depart- 
ment store, recently opened its new 
High Street Hat and Shoe Shop for 
Men. Formal opening proceedings, at 
which Mayor Myron B. Gessaman offici- 
ated, were broadcast over WCOL, Co- 
lumbus. Simon Lazarus, president, also 
took part. 

The men’s shops are the oldest part 
of the Lazarus business, for the origi- 
nal store, opened in 1851, carried only 
men’s and boys’ apparel. Shop has en- 
trance direct from High Street and two 
archways leading to the first floor of the 
men’s furnishings section, making it 
easily accessible to men shoppers. Con- 
cealed stockrooms are used, giving 
added space. 


Shoe Club to Hold Stag Night 


New York—The Shoe Club will hold 
a dinner and entertainment to which 
all shoe men are invited, on Wednesday 
evening, October 25, at 6.30 P. M., at 
the Hotel McAlpin. 

An excellent dinner is on the pro- 
gram followed by a very interesting en- 
tertainment, if past affairs of the club 
are any criterion. 

Reservations can be made with Miss 
Morganstern, secretary of the club, at 
the clubrooms at the Hotel McAlpin. 
Tickets, including both the dinner and 
entertainment, are $1.50. 


Set Dates for 1940 Convention 


Fort WortH, Texas— The Texas- 
Oklahoma Shoe Retailers’ Association 
met on Friday, October 13, and selected 
the dates Jan. 8-10, 1940, for their an- 
nual convention. 

The three-day convention will be held 
in Fort Worth at the Texas hotel. The 
committee plans to put on the largest 
show in the association’s history, and 
in view of the increasing number of 
shoe men attending these shows in the 
past few years, it is felt that the com- 
ing 1940 show will set a new record of 
attendance. 


Enlarge Women’s Line 


BINGHAMTON, N. Y.—Royal Shoes, 31 
Court Street, have recently discontinued 
their line of men’s shoes and have en- 
larged their line of women’s footwear, 
adding many more styles to the latter. 
L. Chetkin manages the store. 
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Dates to Remember 


Shoe Club Night, Dinner and Enter- 
tainment, Hotel McAlpin, New 
York, Wednesday Evening, 6.30 
o'clock October 25, 1939 

Monthly Shoe Buyers’ Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill. 

October 30, 31, 1939 

Beefsteak Dinner Boot and Shoe 
Travelers Association of New York, 
Mecca Temple Casino, New York 
City, Wednesday Evening. 

November 1, 1939 

Spring Showing Shoe Fashion Guild of 
America, Hotel Biltmore, New York, 

November 1, 2, 1939 

Monthly Showing Michigan Shoe 
Travelers Club, Hotel Statler, De- 
troit, Mich. ...... November 6, 7, 1939 

Shoe Market Days lowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa. 

November 12, 13, 1939 

Volume Shoe Manufacturers Spring 
Opening, Hotels New Yorker and 
Pennsylvania, New York City. 

December 3, 4, 5, 6, 1939 

National Shoe Fair, Hotel Stevens, 
Chicago Jan. 2 to 5, 1940 

Charlotte Shoe Show, Hotels Charlotte 
and Selwyn, Charlotte, N. C. 

Jan. 7, 8, 9, 1940 
25th Annual Convention and Exposi- 
tion, Northwestern Shoe Retailers 
Association, Hotel Radisson, Minne- 
apolis, Minn. ....January 7, 8, 9, 1940 

Annual Michigan Shoe Fair, Michigan 
Retail Shoe Dealers and Michigan 
Shoe Travelers Association, Hotel 
Statler, Detroit, Mich. 

January 7, 8, 9, 1940 

Annual Convention Texas-Oklahoma 
Shoe Retailers Association, Texas 
Hotel, Fort Worth, Texas. 

January 8, 9, 10, 1940 
26th Annual Convention Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadel- 
phia, Pa. ....January 21, 22, 23, 1940 

Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 

June 2, 3, 4, 5, 1940 





H. W. Ostermeier Resigns 
To Form New Company 


St. Louis, Mo.— Harry W. Oster- 
meier has just resigned from the Brown 
Shoe Company to head a new company, 
articles of incorporation for which were 
filed recently in Jefferson City, Mo. 

Mr. Ostermeier had been with Brown 
Shoe Company for 30 years. In fact, 
it is the only concern he was ever with 
in his entire business career. Mr. Os- 
termeier had for several years been in 
charge of the Mound City Division of 
the Brown Shoe Company. 

The new corporation, of which Mr. 
Ostermeier will be president and gen- 
eral manager, is known as the Sport 
Specialty Shoemakers, Inc. This com- 
pany has arranged to acquire the plant 
of the Collins-Morris Shoe Company at 
Chaffee, Mo. This plant was built about 


two years ago and had been in con- 
tinuous production until June of this 
year. It has a capacity of 5000 pairs 
a day. 

The paid-in capital stock of the new 
corporation will be 2700 shares of $50 
6 per cent cumulative preferred stock 
and 25,000 shares of $1 par value com- 
mon stock, a total paid-in capital of 
$160,000. 

The board of directors of the new 
corporation are: Harry W. Ostermeie: 
J. B. Berland, Samuel Wolff, Mark ( 
Steinberg and Milton H. Tucker. 

Plans are being rushed so as to en- 
able the company to get into produc- 
tion as early in November as possible. 


Business Gains Over ’38 


MILWAUKEE, Wis.—Milwaukee busi- 
ness in the third quarter ending Sep- 
tember 30 showed substantial gains 
over the same 1938 period, a prelimi- 
nary study made by the research 
bureau of the Milwaukee Association 
of Commerce, revealed. 

Out of 14 major indices studied, || 
were favorable as compared with the 
third quarter last year, the association 
study found. 

Bank debits and clearings, postal re- 
ceipts, factory employment and pay- 
rolls, average weekly pay checks, ap- 
plications for employment, telephones 
in use, number and value of building 
permits, number and value of mort- 
gage and inquiries received by the as- 
sociation’s credit bureau expanded. 

Unfavorable were bankruptcies, live- 
stock receipts and number and capital- 
ization of new firms. 

Inquiries received by the associa- 
tion’s credit bureau, a barometer of re- 
tail trade, totaled 42,218 for the three 
months ending October 1. This com- 
pares with 33,198 in the same 1938 
period. After adjustments for certain 
promotional activities which have been 
carried on this year, the gain is 12.7 
per cent. 


Johnson Opens Exclusive 
Men’s Store 


Err, Pa.—Don Johnson announces 
the opening of his new store at 18 West 
9th Street, which will be an exclusive 
men’s shoe store, the only one of its 
kind in Erie. Mr. Johnson is both the 
owner and manager, having attained 
his experience as manager of the Tri- 
angle Shoe Stores in Ithaca, N. Y., and 
as a partner in a store in {State College, 
Pa. 

The new store has been modernized 
at a cost of several thousand dollars. 
A new black glass front is set off taste- 
fully with an Old English style Neon 
sign. The interior decorations are har- 
monized in red and black, with natural 
pine fixtures. 

Mr. Johnson insists that his -ize 
range will be so complete that he will 
be able to fit any size foot, from 4 
triple A to a size 14. 
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Propose Formation of Roches- 
ter Shoe and Leather Club 


RocHEsTEeR, N. Y.—Ernest R. Park, 
president of the New York Shoe Re- 
tailers’ Association, announces that a 
meeting of the Rochester group will be 
called within a week for the purpose of 
organizing a local shoe and leather 
club. 

Not only will local retailers be asked 
to become members of the new organi- 
zation—to be a successor of the long- 
dormant Rochester Shoe Retailers’ As- 
sociation—but shoe manufacturers and 
traveling salesmen for shoe and leather 
companies will also be invited to join. 

At this meeting, Mr. Park said, the 
final business relating to the recent 
state convention in Rochester will be 
wound up. 


Nordstrom’s Adds to Staff 


SEATTLE, WaAsH.—Nordstrom’s shoe 
store, Fifth and Pike, this month added 
two men to its sales staff. 

Fenton E. Winans, salesman in the 
Women’s shoe department, was for- 
merly with Frederick & Nelson in this 
tity and C. H. Baker in Los Angeles. 

E. A. Schultz, who handles the store’s 
corrective lines, formerly represented 
the Burns Cuboid Company on the road, 
after which he was salesman for the 
Dr. Scholl’s foot appliance line. 


Hartman with Collins-Morris 


St. Louis, Mo.—I. H. Hartman has 
recently joined the selling staff of the 
Collins-Morris Shoe Company with fac- 


I. H. HARTMAN 


tories located at St. Louis, Owensville 
and Chaffee, Mo. 
Mr. Hartman, who has had many 


years’ experience on the road with shoes, 
will cover the eastern states with his 
new line. 


Seattle Retailers Elect 


SEATTLE, WASH. — The Seattle Shoe 
Retailers’ Association recently elected 
new officers. Clarence H. Griffith, of 
Nordstrom’s shoe store, succeeded Andy 
Kopriva as president. The new vice- 
president, succeeding Frank H. Slasor, 
is Bruce Hathaway, of Frederick & 
Nelson. Lowell Bass, of the Eastern 
Outfitting Company, is secretary-trea- 
surer, in place of Mike Gannon. 


Open Shoes Big Item on Coast 


Los ANGELES, CALIF.—Open toes and 
open-heeled shoes for street wear, 
officially declared as being dead last 
Spring are proving to be the season’s 
most spectacular sellers according to 
nearly every store handling shoes for 
the smartly dressed women in the city. 
In the Mandel group of stores, open 
toes and open back types are account- 
ing for nearly 15 per cent of the three 
stores’ total sales pairage. “Open backs 
in the genuine alligator, as well in the 
black suedes have been going out almost 
as fast as they have been placed in 
store,” reports Harry C. Wolfson, 
manager of the Hollywood branch of 
the Mandel stores. 
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Sax Opens Gary Store 


Gary, INp.—Al Sax, for the past 
seven years manager of Mutter’s Shoe 
Store in this ‘city, has opened his own 
store under the name of the Sax Shoe 
Shop at 771 Broadway, Gary. 
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Scherer and Abbott Join 


Graton & Knight Co. 


Worcester, Mass.—The Graton & 
Knight Company, leather manufactur- 
ers, through President F. E. Barth, an- 
nounced that A. I. Scherer has become 
a director of the company. Mr. Scherer 


A. I. SCHERER 


is well known in the leather industry, 
being in the third generation of tan- 
ners. His grandfather and father 
served in the industry before him. Mr. 
Scherer started in the leather business 
in 1921, after a preliminary study in a 
chemical laboratory. He was with one 
of the country’s leading tanners in 
Cudahy, Wis., eventually being made 
superintendent of the plant. 

He became a specialist in vegetable 
leather in California, and in 1927 
formed the Scherer Leather Company, 
which he headed up to the time it was 
taken over by the Graton and Knight 
Company, in February, 1939. As such 
he was nationally known as a producer 
of Chrome Retan Sole Leather, Steer- 
hide Bag Leather, Vegetable Calf and 
Novelty Leather. Graton and Knight, 
is one of the world’s largest manufac- 
turers of leather belting, with plants 
and offices located in all parts of the 
world. 

George L. Abbott has also been ap- 
pointed a director, vice-president and 
general sales manager of the company. 

Mr. Abbott has been in the tanning 
and belting industry for 25 years. He 
is vice-president of the American 
Leather Belting Association and chair- 
man of the exhibitors’ committee of 
the American Supply & Machinery 
Manufacturers’ Association. 


Charles Meis Plant Addition 


Nears Completion 


Dayton, On10—The $20,000 addition 
to the plant of the Charles Meis Shoe 
Manufacturing Company at Lebanon, 


south of this city, Is nearing comple- 
tion and is expected to be ready for 
occupancy soon. F. W. Condon, plant 
manager, has indicated that machinery 
will be installed within the next three 
weeks. Lebanon business men and cit- 
izens contributed $10,000 to aid in 
erecting the addition, which will fur- 
nish additional employment in the town 


Hageman Shop Suffers 
Fire Damage 

Dayton, OHnI0—The Hageman Boot 
Shop, 31 East Fifth Street, suffered 
approximately $5,000 damages, prin- 
cipally from smoke and water, as a 
result of the Niehaus & Dohse Sport 
ing Goods Fire, located next door t 
the Hageman store. The sporting 
goods store was completely gutted. 

The Hageman brothers also operat« 
the Hageman Ludlow Shop, 12 Sout! 
Ludlow Street, having moved one doo: 
north to a completely renovated store 
room and front. 


Regal to Move Headquarters 
To Whitman 


WHITMAN, Mass.—One of the bigges 
industrial spurts which this town ha: 
experienced in several years is expected 
to materialize soon when the Rega 
Shoe Company moves its large admin 
istration offices and shipping depart 
ment back to this town. 

These departments, moved to New 
York several years ago, are to b 
housed in the plant on South Avenue 
East Whitman, now used by the Na 
tional Oil Burner Co. and the Bosto 
Electric Heater Co. The Regal Shoe 
Company is now negotiating with th 
Whitman National Bank for purchas« 
of the building, one of the largest 
plants in southern Massachusetts. 


Men’s Shoe Department Added 


HoLitywoop, CALIF.—A Jarman sho 
department has been added by th: 
Brooks Clothing store on Hollywood 
Boulevard. This is under the district 
management of E. L. Britian, who svu- 
pervises the several shoe departments 
in the Brooks Clothing stores in this 
section. Ray Langford is department 
manager for this store. 


Novel Shoe Promotion 


New YorK—As a promotion fo: 
Rhythm Step shoes, Abraham & Straus, 
Brooklyn, presented, on October 16, six 
Rockettes from the Precision Chorus at 
Music Hall. This program was und«r 
the auspices of the Better Shoes depar'- 
ment on the third floor. 

Members of this graceful chor: 
modeled various styles of Rhythm St«)p 
shoes on a specially constructed ru»- 
way. 

This event was advertised with 
half-page newspaper ad the precedi: ¢ 
day, Sunday. 
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Popular Patterns for Spring 


Shoe clues discovered by the Shoe Bureau of Investigation, sponsored by A. C. 
Lawrence Leather Co., at the Leather Show, were designed by Grace Powell. 


First Choice, top center, is a walled last, juniper calf pump. Lower left, the second 

choice is a casual buccaneer ghillie with lace stays, laces, heel cover and collar of 

Turftan juniper calf. Upper right, a patent afternoon sandal was third preference. 
Lower left, a patent leather wedge flat was the fourth selection. 





Work Begun on Carlisle 
Addition 


CARLISLE, Pa.—An addition to the 
Carlisle Shoe Company plant which 
will cost an estimated $50,000 to $60,- 
000, was started on October 10. 

“The addition will provide about 
25,000 square feet of additional floor 
space,” John Stangle, superintendent of 
the plant, said. “Production will be in- 
eréased from 1800 to 3000 pairs of 
shoes, and employees in the plant. will 
be increased from 700 to 1000.” 

Mr. Stangle said he expected the 
work to be completed by December 15. 

The construction was started after 
a conference the previous week-end at 


New York between M. M. Stollmack, 
New York, executive vice-president of 
the company, and Carlisle business men. 


New Racine Shop Opened 


RACINE, Wis.—The Varsity Boot 
Shop, a family shoe store, has been 
opened at 3306 Washington Avenue, by 
Harry Krieger and Harry Olander. Mr. 
Krieger was formerly associated with 
the Chisholm Shoe Co., and for the past 
12 years has been a representative of 
the Brown Shoe Co., St. Louis. Mr. 
Olander was associated with a large 
shoe company in Buffalo for the past 





N. Y. Travelers Plan 


For Gala Evening 


New YorK—The Boot and Shoe Trav- 
elers’ Association of New York are 
making plans to have their coming 
Beefsteak Dinner the most successful 
affair ever held by the group. 

The affair, to be held Wednesday eve- 
ning, November 1, at the Mecca Temple 
Casino, 155 West 55th Street, this city, 
will be in the nature of an old-fashioned 
beefsteak dinner with all the trim- 
mings. In fact, the only thing missing 
will be the forks and knives. Plenty of 
steak will be on hand (Charlie Hav- 
ranck, secretary of the association, says 
that 12 steers have been ordered), but 
there will also be plenty of lamb chops, 
kidneys, etc., for those whose gastro- 
nomic cavities do not feel up to the job 
of going to work on a piece of beef- 
steak. 

In addition to the dinner, a picked 
group of entertainers will furnish the 
entertainment for the evening. These 
have been selected from some of the 
leading night spots in New York, in- 
cluding Billy Rose’s Diamond Horse- 
shoe, the International Casino and the 
Waldorf-Astoria. In addition, there 
will be two men who have been with the 
Chrysler Exhibit at the New York 
World’s Fair during the Summer. These 
men are those who made the automobile 
obey the spoken command at the ex- 
hibit. In place of the car, they will use 
a dummy instead for their act. 

All shoe men who are in town during 
the Shoe Fashion Guild Show are cor- 
dially invited to attend and enjoy a 
very entertaining evening. The affair 
will get under way at 7 P. M. Tickets 
are $6 per cover. 


Ferguson Appoints 
Stetten Assistant 


Los ANGELES, CALIF.—Buyer Joseph 
H. Ferguson of The May Co. store has 
appointed Joseph Stetten to be his as- 
sistant, following the transfer of Rus- 
sell Frownfelter to the post of mana- 
ger of the new May Co.’s Wilshire 
Boulevard store. 





public. 


ence at Point-of-Sale. 





“GOING OUT OF BUSINESS” 


—The reason for many shoe manufacturing business 
failures is that the manufacturer was either ignor- 
ant of or negligent of the Man at the Fitting Stool. 


—Sell him on your product and he will sell his 


—Boot & Shoe Recorder is the most powerful influ- 
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ON SEWED SHOES By 
THE LITTLEWAY 
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Courtesy of JOHNSON, STEPHENS and 
SHINKLE SHOE COMPANY 
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Twelve of these high-speed, 


motor-driven machines attach 
the soles by means of a lock- 
stitch seam. 

Shoes made by this method 


have a well-earned reputa- 


tion for flexibility and com- (BYC SOLE STITCHING 


fort. They keep their shape 
and their popularity is found- MACHINE — MODEL C 


ed upon a background of 


sound shoemaking principles. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Territory open in Oklahoma, Arkan- 
— Louisiana and Texas for $4.00 
and $6.00 retailers fast sport and 
dress welts up to 15/8 heel heights. 
Give full information as to ex- 

record, lines sold and 
reference. All applications and in- 
formation held confidential. Address 
reply to 445, care & Shoe 
Recorder, z 





it 
1627 Locust Street, st. 
Louis, Missouri. 








WANTED. Salesman for Alabama on straight 
commission basis to sell our Union made 
work shoes as a side line. North Lebanon Shoe 
Factory, Lebanon, Penna. 





FOR SALE 


will purchase progressive Brooklyn 

family shoe store. Yearly increases 

priced shoes. $75.00 

. Good lease. Address Box F-825, care 

Boot & Shoe Recorder, 239 West 39th Street, 
New York City. 








OR SALE: Because of ill health, established 
i excellent location, Palm 
, care Boot & Shoe 


ae 239 West 39th Street, New York, 





FOR RENT 


HAVE available for immediate occupancy, va- 
cant store formerly doing $60,000 volume 
of business annually in fast growing business 
section of prs. For further information 
please call Cecile Realty Corporation, 1134 East 
14th Street, Brooklyn. Navarre 8-8317. 








MiAML FLORIDA—Flagler Street, 15 x 50 
For Rent, éxcellent location for shoe store. 
Inquire owner, Louis Lober, 30 Broad Street, 
New York. 





MERCHANTS’ NEEDS 


No Mis-Mates with Mate Marks 
2450. 245.0 : 2450 





. z AND CARTON 
Gus V. Welli—686 45th—Des Moines, Ia. 


Many years’ 


BUYER-MANAGER available. 
jalty and 


experience in women’s 


100 Waterman Street, Providence, 





§ HOE BUYER: Over fifteen years’ experi- 
ence, chain as well as exclusive shoe store; 
knows to train personnel, and major im- 
portance of sales promotion; A-1 references. 
Address 2447, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





LINE WANTED 








BUSINESS AS USUAL 
IN ENGLAND 


Englishman living in England wil! 
represent American manufacturer 
of shoes, findings, leathers, mate- 
rials, ete. Knowing the situation 
in British shoe factories he ex- 
pects a real demand immediately 
for civilian footwear of all types 
—men’s, women’s and children’s. 
Also a ready sale for small arti- 
cles and findings needed in shoe 
stores. 
Knows British shoe trade well. 
Can present best of references and 
assure an interesting business for 
some American manufacturer. 
Write to: MR. FRED A. PAGE, 
6 Cliff Park House, 
Cliff Park, 
Paignton, South Devon, 
England. 














FACTORY line Women’s Style Shoes, retail 
$4 and $5. Many years Northwest terri- 
tory: large following; satisfactory references. 
Address 3448, care Boot & Shoe Recorder, 209 
South State Street, Chicago, Ill. 

















SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
79-81 READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-5181 








Buyers of Surplus Stocks 
We will buy surplus or ontire stocks of shoes 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., ine. 


106 Duane St. New York 
Phone WOrth 2-5577 and 5378 

















HOTELS 


Travelers Say /- 
IN ST.LOUIS STAY AT 


Hotel ‘Lennox 
DOWNTOWN, GOOD PARKING 
GOOD FOOD anv REAL SERVICE 




















New Boyd Unit Opens 


CHATTANOOGA, TENN.—The 40th unit 
in the Boyd chain of shoe stores opened, 
recently, at 712 Market Street in a 
completely remodeled building with an 
Alabama white marble front. J. (Judy) 
Shinbaum, with 20 years in the shoe 
business in Chattanooga, is manager 
and a staff of 20 people are employed. 
Opening ceremonies were broadcast 
over Radio Station WDOD. 





address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per og + Nr a Porm $1.25. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in advance. 
S* Advertisements for this page must be in our New York office on Friday of the week preceding publication 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS — 
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PATENTED 


} 


Erie RT 


SEL-SHU RACKS (PATENTED) 


An ideal Rack for displaying all 
of shoes in windows or store 

interiors. In ordering, be sure to 

specify Men's, Women's, or Chil- 

dren's sizes. Complete with hooks 

and suction cups. 

PER DOZEN 

Minimum order of one dozen of each vias. 


WINDOW ART DISPLAY CO. 
1324 Washington Ave. ST. LOUIS, MO. 











Suedes Repeat in Reorders 
With Alligators Strong 


MINNEAPOLIS, MINN.—What are mer- 
chants buying in their second orders for 
the Fall season? Queries among shoe 
merchants along the retail shoe front 
in Minneapolis gave varied replies and 
style is the word. 

From Maurice L. Rothschild’s Minne- 
apolis shoe department, with its newly 
reconditioned interior, comes the an- 
swer that crepe soles are in for re-order 
for men as are heavy leather soled 
numbers. The Fall order was heavy 
and re-ordering consists of filling in 
where needed. 

From the Home Trade shoe store’s 
office comes this reply: “Secondaries 
were placed on women’s style shoes. 
The styles running to gabardines, alli- 
gators and simulated alligators. With 
calf and kid still in the re-order, crepes 
are still in the picture. 

Napier’s, women’s shoe store, has 
mostly fill-ins for the Fall, with sec- 
mdary buying just starting. Styles 
run to black suedes, with alligators to 
be ordered later in the season. Suedes 
in all colors are running well, as well 
as reptiles. 

Florsheim Shoe Store runs to browns 
to meet the style color demands of the 
season. Orders for men were for heavy 
thoes in either tans or browns. Leath- 
ets were Norwegian calf, hand stained. 

in runs fair. 

Roy H. Bjorkman, Inc., women’s 

ier, has not as yet done any second 
buying for the Fall season. 
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CHRISTMAS 
DECORATIONS 


Ready now is the most complete line 
of materials for the holiday season 
ever assembled by this house, includ- 
ing—Fabrics, Leatherette, Silk Cord, 
Drapes—and in fact everything to 
make your windows pull. 

Write for sample line up or visit our 
show rooms. 


ARROW DECORATING AND 
FIXTURE CO. 
19 S. 4th St., Philadelphia, Pa. 
Baltimore Show Room: 1 S$. Hanover S?. 




















YL ¢ 
ST. LOUIS /. STAY AT 
Hotel Lennox 
ITS RIGHT DOWNTOWN 
GOOD PARKING AND 
MAN, WHAT SERVICE! 





French, Shriner and Urner stresses 
the antiquing of shoes as setting the 
pace in men’s Fall styles, and looks 
forward to Winter and Spring to carry 
them over as the models to keep pace 
with style. 


Early Demand for 


Evening Slippers 


SEATTLE, WaSH.— An unexpectedly 
large demand for evening slippers was 
reported this month by Byron Wise, 
manager of the Seattle branch of Harry 
Perkins, Inc., Fifth and Pine. 

“Starting October 25; there will 
be a heavy social season in Seattle, 
with lots of formal parties,” said Mr. 
Wise. “People are buying their eve- 
ning slippers earlier this year so they’ll 
be ready for the parties. They’re dress- 
ing more formally than before.” 

Andy Kopriva, manager of the fifth- 
floor shoe department at Frederick & 
Nelson, also reported an increasing de- 
mand for dressier and more glittering 
evening shoes, although he said the de- 
mand for evening shoes was no greater 
than it was last October. He attributed 
the preference for glittering shoes to 
the increasing popularity of bright cos- 
tume jewelry. 








SHOW "EM & YOU'LL SELL MORE SLIPPERS 





DISPLAY YOUR STOCK .. . SPEED UP 
SELLING WITH “ARTMOR" DISPLAYERS 
Slipper selling time is here! With the many 
styles you have to sell—make finding your 
stock an easy task. Use “Artmor” Displayers. 
Because there's the slipper you want, shown 

right on the wall! 

IMPORTANT FEATURES: These bright, rust- 
resisting displayers attach themselves easily to 
shoe boxes. Guaranteed not to lose shape or 
crack. Displayed slippers can't fall off or inter- 
fere with other boxes. Have space for cards to 
list price, size, stock information. Salesmenand 
“extras’’ will learn stock quickly. . .sell faster. 

WRITE FOR SAMPLE 
$2.00 per dozen $21.00 per gross 


CHARLES HENRY BROWN & SON, INC. 
47 West 34th St., New York City 





EAL 





“THEY LOOK AS THOUGH THEY 
FLOAT ON AIR” 
That's what people along Fifth Avenue are 


about shoes —s --"T on the new IDEAL SHO 
DISPLAYER. smart sheps aleng this fameus 
tke cand 
un 
better, look lighter ow 
WRITE FOR A TRIAL ORDER 
Same price for either men's or 


women's shoes—specify type you $6.50 
want. per half dozen 


$12 per dozen 





M. D. POLLINGER CO. stamford, Cons. 











New Men’s Department 
Opened 


GRAND Rapips, MicH.—A new shoe 
department for men has opened here in 
Patterson’s, a new type of men’s store, 
featuring clothing, men’s furnishings, 
shoes and leather goods. It is located 
at 190 Monroe Ave. 

The shoe department is located on 
the first floor and is managed by 
Charles E. Yeatman, former owner of 
the Esquire Shoe Shop in Pontiae, 
which was recently closed. 





